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A FURTHER DEVELOPMENT 


Or TRE 


INTRODUCTORY SALES PLAN 
on EVEREADY RAYTHEON TUBES 


od 


An assortment of Eveready Raytheon 4-Pillar Tubes, designated as K-11, will be available June 1st. 
It will consist of 50 popular-type Eveready Raytheons, packed in an attractively lithographed metal 
counter display cabinet as follows: 


15 No. 224 15 No. 227 5 No. 280 5 No. 226 10 No. 245 


The tubes in this assortment will be packed and sealed at the factory. In addition, No. 227 Eveready 
Raytheon tubes equivalent to 12'2‘; of the total number you purchase in assortments will be shipped 
to you without charge, at the same time the assortments are shipped. There will be no charge, to you 
or the dealer, for this beautiful, metal tube-vending cabinet. It isa $5 value . . . free! 


This assortment and cabinet places your men in a position to write larger dealers’ orders than would 
be possible without this splendid mer- 
chandiser. 


And remember—this is in addition to 
the other three offers on Eveready Ray- 


i theon Tubes which you can make to the 
EV ADy | dealer. 2 No. 227 Eveready Raytheon 
Tubes FREE with an order for 25. 5 free 


RAYTHEON with an order fr 200) 


with an order for 200! 


These offers, with quality merchandise 
like Everyeady Raytheon Tubes, mean real 
volume of sales . . . and the profit that 
Y 4 | goes with it! Write our nearest branch. 

Ou 


can h at nt 

Ptah : , oi j and improve | The Eveready Hour, radio’s oldest commer- 
1 —_ allsets- ‘Long life cial feature, is broadcast every Tuesday evening 

see the reason VEREADY Better reception | | at nine (New York time) from WEAF over a 

rig nation-wide N. B. C. network of 30 stations. 


4 PILLAR RADIO TUBES 








| 
KAY —— . 
wiv EVEREADY RE A > Dow) oS | 
27 HEON eR | 
eel Wavy RAYTHEON — ie a1  +#NATIONAL CARBON COMPANY, Inc. 
reas a 7) N71 SO) ZN General Offices, New York, N. Y 
, Seeererssneee 224 P ms a4 245 \ , ’ . . 
ee | S| 4 oo 


; BRANCHES 
Wi 2 
* il 


Vir y i " 
~ EVEREADY [im SS | : : : 
a <4 RAYTHEON ea =i — | Chicago Kansas City NewYork San Francisco 


EVEREADY 224 : EVEREADY 
RAYTHEON He mi” 
wi’ Unit of Union Carbide and Carbon Corporation 


RAYTHEON 
Vir¥ 


A i; 4 , 
' we) Maa ERED EREAD 
Y Am RAYTHEON ot RAYTHEON Be payTHEON 
me | RF) aad S| NO? RA 
RA » 245 2 
/ a —— | Sie | “Se A - ‘lag 


Trade-marks 












Jhe Jobbers Salesman 


VOL. XI JUNE, 193 


~  W. J. McLAUGHLIN, EDITOR CoIT A. SMITH, FIELD EDITOR 





0 No. 6 


ee WS “7 


orn i PRS Aaah ads 
SO Re a Oe ae n 





Lie July issue CONTENTS 













of THE JopBer’s SALESMAN Page 
launches our sixth annual eseeeriate Gree GE TEMMCOTIUOR: | ous. 5 ok co ween etn c ste css sensaee 5 
Summer Sales Prize Contest. Nelson and Co., Tulsa, Okla. 
In 1925, when this contest was 
first introduced, the sales re- , 
ported July and August, were I kis pond nes kde sais ct Ws~ <o og au deg eawee ss Nkackeraas ce 
slightly over $300,000. In 1929, A abet : ; ; ; 
the figure which had _ been Distribution and Classification of Electrical Wholesalers in U. S. A...... 3 
growing each year as the popu- 
larity of the contest increased, A Statistical View of the Field............................ LPR 10 
reached the enormous amount 

+ of $944,000. This year it is Sales in Electrical Supplies Group.......................... TORRE 11 

q expected that the enthusiasm 

a of the salesmen will carry it ; : 
mall over the ome million: dol- walee i Power maomnment Group... ..... 2.2. cows venience . . 2 
lar mark. Stein 2 

Entries have been pouring in ~ Sales in Lighting Equipment Group............................ Sek a 

from all over the country, but 
there are still some sales man- Sales in Electrical Appliance Group...................... ok aid wigs 14 

“) agers who have not taken ad- 

= vantage of this contest to in- : : 

< deni. their salle: duckie the ee ns as saws ss on wida Seas oaalaes , 15 
hot summer months. These . : 

© sales managers should enter Se eee eee eee ee ee ec ree Diath cae 
their men at once. 

if Salesmen, too, are urged to PC See OS so bis go 6 ow sep adimaiclgaae wile dae cieine sas 17 
check with their sales managers : ‘ , 

bi to see if they have been en- Rapidly Increasing Activity of the Electrical Jobber in Appliance Mer- 

) lee P yt 

wp tered. Do not miss this oppor- ST. ocd oa nda ons nes ae een ens & «ae URW Ae aad cadeweue 18 

a tunity to win substantial prizes. Type of retailers now being developed by electrical jobbers and their 





relative importance disclosed by survey. 











Men You Should Know—H. I. Sackett ................... sn Pee 





Sd 





Waeeies Comment’... ........ 2.5. <-.. 





D. G. PILKINGTON Market for Electrical Supplies......................... ies kl 34 
GENERAL MANAGER 





10 Vears Ago Thies Month... ............ eee Linea area 36 









New from the Wholesale Field.......... 





CHICAGO: 
THOMAS J. CASEY DACRE ois. ss creciern ee ndinaccass 4 Secxtndiss a ee eat, 130 
District Adv. Mgr. 
520 N. Michigan Blvd. Radio Wholesalers Association ...................0-- 0.020000. 132 





Telephone Whitehall 4621 





Manufacturers’ News 







NEW YORK: Index to Advertisers on Page 154 


J. L. DAVIS 
: as Entered as second class matter October 24, 1922, at the postoffice at Chicago, Illinois, 
Eastern Representative under the Act of March 3, 1879 
280 Madison Ave. 
Telephone Caledonia 9031 













v 
Copyright 1930 — Electrical Trade Publishing Company 





CLEVELAND: 

GEO. E. POMEROY PUBLISHED MONTHLY BY THE ELECTRICAL TRADE PUBLISHING CO. 
Manager 520 North Michigan Avenue Chicago, IILlinois 

Telephone Cherry “5440 HOWARD EHRLICH, President 





CHAS. W. FORBRICH, Vice President EDGAR KOBAK, Secretary-Treasurer 
Subscription: U.S. $1. Canada $2; Foreign $3. 


Member Associated Business Papers, Audit Bureau of Circulations, : 
Society for Electrical Development, Midwest Radio Trades Association, Radio Press Association 


Also Publishers of ELECTRICAL CONTRACTING and MILL SUPPLIES 









































SHERAROUCT ZINC TREATED AND CLEAR 
ENAMELED 


OVALDUCT—UNDERPLASTER OVAL 
CONOUIT THREE WIRE SYSi EM 


(FUEMBUESTEE 


«. Se ee 


FLEXSTEEL FLEXIBLE STEEL CONDUIT. SINGLE 





XIBLE STEEL HEATER ANDO CARBURETOR TuUB- 
GHTLY vOINED FOR CARRYING GASES 


NATIONAL FLEXSTEEL A BC. DOUBLE ARMORED 
CABLE WITH KRAFT ARMOR AND 
ANTI-SHORT BUSHING 


© min 
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"ECONOMY BLACK ENAMELED. 





DUCT FOR UNDER-FLOOR CIRCUITS HIGH 
AND LOW POTENTIAL 








STEELFLEX ANDO BRASSFLEX FLEXIBLE CONOUIT 
FOR AUTOMOBILE WIRING 





FLEXIBLE STEEL TUBING—FOR GASOLINE HOSE 
LINING —HEAVY CONSTRUCTION. TIGHTLY JOINED, 


OVALFLEX—FLAT STEEL ARMORED CABLE—FOR 
SURFACE AND UNDERPLASTER TWO OR THREE 
WIRE CIRCUITS 


ARMORED LAMPCORDS PROTECTED 8Y 
ANTI-SHORT BUSHING 








FLAT RACEWAY FOR FOUR 


lat aca = 





WIRES SEPARABLE 


CAP AND BASE 


FLEXTUBE FLEXIBLE WOVEN TUBING 
TURE ANDO FLAMEPROOF PROTECTION TO w 


“AUTOOUCT CLOSELY WOVEN FLEXIBLE TUBING 
HIGH LUSTER LACQUER FINISH FOR AUTOMOBILE 


WIRING MOISTUREPROOF AND FLAMEPROOF 





K.G. W. LOOMWIRE CONDUCTORS PAPER WRAP. 
PED AND ENCLOSED IN HEAVY TREATEO OVERALL 
BRAID. KRINKLEO WIRE FOR GROUND RETURN. 


CARLIFE AUTOMOBILE STARTER CABLE, KRAFT F 
WRAPPED. LOOM BRAID WITH HIGH LUSTER A 
LACQUER. 
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PAPER WRAPPED ENCLOSED IN HEAVY TREATED 


C) eliaiadndnateesatsa i al 
















s AWRY 





NON-METALLIC SHEATHED CABLE 


OVERALL BRAID 





LEXLAY UNDERGROUND CABLE. NON-METALLIC 
SSEMBLY. CHEMICALLY TREATED 
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FLEXIBLE STEEL HEATER AND CARBURETOR 
TUBING TIGHTLY JOINED FOR CARRYING 
GASES. 
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26 ps FLEXIBLE STEEL TUBING FOR GASOLINE 
HOSE LINING. HEAVY CONSTRUCTION, 
TIGHTLY JOINED. 
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Appleton No-Thread Unilets are listed as 
Standard by Underwriters’ Laboratories in 


16-inch to 4-inch sizes, inclusive 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


No-Thread Unilets 


with Steeltubes — 
vitn oteeitupes — 


S F, a  & “a ‘ 
un Walt Vonauilt 


The illustration shows 
an installation of the 
Appleton No-Thread 
Unilets with Steel- 
tubes—Thin Wall Conduit—in 
a substation of a large power com- 


pany. 

The new line of No-Thread Unilets 
are furnished with a new contracting 
sleeve which grips the Thin Wall 


Conduit firmly, and are being used in 


your customers! 


ever increasing quantities 
with great satisfaction. In or- 
dering, the same catalog num- 
bers apply as to No-Thread 
Unilets, with the addition of the letter 
T. No-Thread Unilets now in stock can 
be adapted by ordering the new sleeve 
for 4% inch to 1 inch conduit inclusive. 


Write for further information on this 
latest development of Appleton En- 
gineers. 


SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 


New York—150 Varick St. 


San Francisco—655 Minna St. 
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Original Threadless Conduit Fittings 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


APPLETON E.ectric COMPANY 
1734 Wellington Avenue, Chicago 


Gentlemen: 


Please send us a copy of New Revised Catalog on Unilets and 


Conduit Fittings, together with prices. 
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éf EXECUTEVES 





NELSON & COMPANY 


P. K. Nelson, Sales Mgr. E. A. Buxton, Store Mgr. 


TELSON -& CO., Tulsa, Okla., was 
. founded in March, 1926, as a manu- 
facturers’ agency under the name of Nelson 
& Hammett located in the Atlas Building. 
When C. B. Nelson bought Mr. Ham- 
mett’s interest, the name was changed to 
Nelson & Co., but the firm remained in the 
old location until February, 1929, then job- 
bing stock was acquired and the business 
was moved to 710 South Main St. This 
proving too small, the company took over 
the store next door, 712 South Main St., 
almost doubling the space which is now 
6000 square feet. In addition the company 
maintains a warehouse at Detroit and 
Cameron Sts. 
The business has grown very rapidly, the 
personnel having been practically tripled 





C. B. Nelson, Pres. Willis Cihak, Pur. Agt.-Office Mgr. 


within the last year. The territory is Okla- 
homa, Texas and part of Kansas. 

A great portion of the business done 
comes from oil companies, industrials and 
utilities. Radio has been handled all the 
way through, and in this as well as other 
lines the company is distributor for high 
grade manufacturers. The company is 
frankly committed to a policy of specializa- 
tion. In other words, all the heads believe 
in selecting lines suited to the set up and to 
the territory, and pushing them to the 
utmost. 

Every executive has a good background 
for his work. The brothers, C. B. and P. K. 
Nelson, have had long and thorough jobbing 
experience as road salesmen. Both were 
at one time with the old Wesco Supply Co., 
St. Louis, and the Central Electric Co., 
Chicago. 
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ANACONDA 


from mine to consumer 
| . 


WIRING PRODUCTS 


Rubber-covered Wire 
Flexible Cords 
ABC Armored Cable 
Durax Sheathed Cable 
Duraduct Loom 


Duracord Heavy-duty Cord 
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THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


PAT.OFF. 













To 
ANACONDA LEADERSHIP 


In 


BARE WIRE 


is now added a 








SIMILAR LEADERSHIP 
in 
INSULATED WIRE 


and other wiring products 









for every construction use 





ANACONDA WirE & CABLE COMPANY 


General Offices: 25 Broadway, New York City 
Chicago Office: 111 West Washington Street 


Sales Offices in Principal Cities 
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Lighting equipment group 

shows big increase over 1928. 

W tring devices leap upward. 

General business only slightly 
below 1928 


S usual the statistics covering the annual sales 
A of electrical jobbers give for the year 1929 some 
interesting figures. The old reliables, like vet- 
eran baseball players, are usually found in their same 
positions each year despite the efforts of others to dis- 
lodge them. Rubber covered wire did, however, play 
leap frog with conduit, muscling its way into third place 
by a slight margin. But then, these two old friends have 
been scrapping it out since the statistics were first started 
in 1922. 

It is quite gratifying to find that wiring devices which 
experienced a 50% sag in 1928 have recovered with the 
satisfactory figure of $33,458,000 re- 
ported. 

For some time the staff of THE 
JopBer’s SALESMAN has maintained 
that the washing machine was a most 
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Jobber Sales for 


oe 


1929 


petition impossible to meet, from public utilities. How- 
ever, the statistics tell a much more optimistic story. 

Back in 1922, the amount of ranges sold by jobbers 
totaled $3,778,000, which is not by any stretch of the 
imagination a particularly startling figure for a large 
appliance. Contrast it, therefore, with a volume of 
$33,171,000 for 1929, an increase of $29,393,000 and you 
have an idea of the present business being done by 
jobbers on this line. Or go a step further, and note 
that the increase alone in the past year exceeded the 
total sales of this product in 1922. 

Fractional horsepower motors have exceeded in vol- 
ume the sales of any previous year, while the larger 
power motors “‘check in” with approximately the same 
report as last year. 

Jobbers’ sales, as a whole, are, however, slightly less 
than in 1928, the total sales for that 
year being $610,000,000 as compared 
to $589,497 ,000 for 1929. This drop 
of $20,000,000 can readily be ac- 


counted for by the fact that $11,- 


legitimate product of the electrical 
wholesaler, and has predicted that 
this appliance would find its way back 
to the jobber channel. In checking 
the sales of $18,145,000 with those of 
former years, it is found that since 
the “low” of $8,000,000 was reached 
in 1924, the growth has been steadily 
mounting. And, 1929 took the fast- 


est step of all in accomplishing sales 
exceeding by $4,600,000 those of 
1928. 

Similarly, quite a few have been 
“singing the blues” over the electric 
range business, pointing out the com- 





been collecting the 
annual sales statistics 
since 1922, this is the 
first year they have 
been broken down 
into well defined 
groups. Thismethod of 
presentations which 
will be followed an- 
nually, gives to the in- 
dustry a clear picture 
of its progress. 


000,000 of it represents the difference 
in sales on radio and radio tubes over 
1928. In other words, despite the 
unfortunate last quarter of 1929, the 
electrical wholesaling industry came 
within $9,000,000 of hitting the same 
volume as that reached in 1928. 

While a great deal is heard about 
the slump in business during the past 
five months, and while there is no 
denying the fact that business has 
not been good, it is felt, by most ob- 
servers that the next six months will 
show business in general back to a 
normal basis. 
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formation of the 
Supply Corporation and the Westing- 
house Electric Supply Company, it 
is in order to present a map show- 
ing the distribution of all electrical 


With the comparatively 


recent 


General Electric 





jobbers in the United States. The 


number of wholesalers, by states, is 


as follows: 
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Westinghouse, G. E. And Graybar 

O Owned Houses 

@ Westinghouse And G. E. Distributors 
And Jobbers, Not Owned 

® Independent Jobbers 
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State 


Ala 
Ariz 
Ark 
Calif 
& lc ) 
Conn 
Del 
13, 4 
Fla. 


Ill 

Ind. 

Ms xs 
Kan.. 
ee 
ie ho 
Me... 
i 
Mass. . 
Mich. 
Minn 
Miss. 
Mo.. 
Mont. 
Neb. . 
Nev. adie 
fae ¢ a 
S/S 
N. M. 
ie 
ee 
N. Dak 
Ohio. . 
Okla. . . 
Ore 
Pa.. 















Total. 2.5 





Total Elec- 
trical Pop- 
ulation 1929 Contractors 


192,591 
64,591 
128,622 
1,778,840 
200,354 
434,662 


5,990 
83,743 
1,874,690 
672,173 
470,060 
341,640 
278.980 
183,795 
178,149 
292,257 
1,177,693 
1,111,973 
474,210 
95,360 
666,710 
90,002 
245,810 
18,110 
123,890 
1,174,181 
30,674 
3,569,523 
249,021 
66,290 
1,550,668 
279,900 
226,500 
2,165,064 
184,220 
105,311 
87,010 
245,250 
703,250 
129,998 
93,116 
250,246 
465,067 
185,680 
627,026 
32,795 
24,257 
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No. of 


207 
63 
141 
1,458 
193 
674 
59 
108 
368 
238 
82 
1,978 
749 
606 
415 
303 
198 
190 
336 
1,683 
1,401 
628 
136 
736 
9? 
365 
41 
225 
1,105 
46 
2,120 
205 
114 
1,463 
310 
267 
2,220 
303 
118 
27 
231 
630 
111 
110 
239 
276 
213 
ey 
46 


25,080 


No. of 
Dealers 


412 
116 
363 
1,635 
419 
439 
49 
127 
336 
412 
149 
2,243 
1. a52 
1,042 
764 
360 
247 
282 
S25 
1,077 
1,526 
903 
236 
983 
201 
645 
39 
146 
877 
71 
3,126 
410 
232 
2,442 
474 
343 
2,447 
132 
154 
177 
SiS 
797 
145 
132 
296 
441 
271 
932 
76 


30,018 
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A Statistical View of the Field 
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Elec. Pop. No. of No. of 
per Elec. Pop. Contractors Dealers 
Contractor per Dealer per Jobber per Jobber 
930 467 34 68 
1,025 556 31 58 
905 354 70 181 
1,220 1,088 34 38 
1,090 478 15 32 
615 990 32 20 
653 785 28 24 
1,267 1,054 21 25 
704 771 23 21 
953 548 34 59 
1,021 561 82 149 
948 809 32 36 
897 583 50 76 
775 451 26 61 
820 447 59 109 
920 774 60 72 
928 744 25 31 
937 631 31 44 
869 899 26 25 
699 1,093 38 24 
793 735 44 47 
750 525 35 50 
701 404 72 128 
906 658 2S 32 
978 447 46 100 
673 381 61 107 
441 464 0 0 
550 848 112 73 
1,062 1,338 23 18 
667 432 0 0 
L212 1,141 14 18 
1,214 607 17 34 
581 286 28 56 
1,060 635 25 42 
902 586 31 47 
849 660 44 Sf 
975 885 ae 34 
608 1,395 60 26 
892 684 19 25 
685 491 63 88 
1,061 778 15 21 
1,116 882 22 27 
1,171 889 22 29 
846 705 110 132 
1,065 872 23 29 
1,685 1,054 18 29 
871 685 27 34 
542 872 64 §2 
713 431 46 76 
Ave. 893 Ave. 711 Ave. 37 Ave. 54 
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Four Major Divisions of Products 


































Jobbers Handle 
RADIO 616. | 73% 
FIXTURES 708 > | 83 % 
APPLIANCES 729 





92% 








SUPPLIES 





845 


96% 
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AFFIL 


GRAYBAR 


WEST. 





vy 
OWNED AND AFFIL. CHAINS 


Average Stock Carried by 
Electrical Jobbers 
OVER #500,000 


$250,000 T0 $500,000 | —- 7 
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SALES IN 


Electrical Supplies 











WIRING 
DEVICES 


$ 33,458,000 


WEATHERPROOF 
WIRE 


$23,417,000 

















CONDUIT 
FITTINGS 





SWITCHES 
$17,244,000 


electrical wholesaling industry continues to repre- 

sent the major portion of the business. Despite 
the depression experienced during the later part of the 
year, this group as a whole, shows an increase of 10% 
over 1928. 

The figures, too, would seem to indicate that the 
activity of electrical contractors in promoting farm 
transmission lines is showing results. Poles which last 
year reported a volume of $8,245,000, have advanced to 
$10,206,000, while pole line hardware remains at prac- 
tically the same figure as 1928. Weatherproof wire has 
increased to $23,417,000, a gain of $3,407,000 over last 
year. Some of this business was, as well, secured from 
the public utilities, particularly in the west. 

Conduit, conduit fittings and rubber covered wire, col- 
lectively, are at practically the same point as 1928. 

Safety switches with a reported sale of $17,244,000 
succeeded in exceeding the previous year’s figures by 
the sum of $5,600,000, a surprisingly large sum repre- 
senting nearly 50% increase. 


, \HE electrical supplies group, the backbone of the 
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SALES IN 
Power 
quipment 


Group 


HOSE interested in the power equipment group 

will find satisfaction in the decided increase in 

business reported in 1929 over 1928, a total gain 
of $7,835,000. As previously stated, the influence of 
the electrical contractors in going after farm business 
is being felt, for it is reflected also in this group in the 
sales of $15,583,000 worth of transformers, insulators 
and other central station distribution equipment, as con- 
trasted with the figure of $9,373,000 for 1928. 

Large motors have remained practically the same as 
last year, both reports being above $16,000,000. 

Panel boards have shown a nice advance with a gain 
of $2,430,000 while lightning arresters have shown a 
decided drop. 

The power equipment group represents lines which 
demand the attention of most electrical wholesalers. 
They are the types which require some specialization 
and particularly the added specialization on the part of 
electrical contractors. 

The central stations and the larger industrial plants 
are, of course, sold by the electrical jobbers, but the 
smaller industrial plant business should and does belong 
to the electrical contractor. He can sell these plants 
on this class of material in the general course of events, 
but he could increase his business considerably from 
this source, if the jobber’s salesman shows him the value 
of “Specialization,” works with him on these jobs and 
assists him in geting them. 


Outlets 
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Central Contrac- 
Stations tors 














THE JOBBER’S SALESMAN 














SALES IN 
Lighting 
Kquipment 
Group 


LL four classes of products in this group have 
made decided headway over the 1929 figures. 

. Incandescent lamps have stepped from $52,- 
326,000 to $54,069,000 while residential lighting reports 
about the same gain, the comparative figures being 
$13,413,000 to $15,934,000. 

Commercial lighting equipment has kept pace with 
the above two in showing an increase of $3,045,000 and 
the industrial type of material hits the line for a gain 
of $1,912,000. 

Lighting equipment represents a field to which the 
wholesaler should give special attention. There is so 
much heard and said about the “salvation” of the job- 
ber these days that the term is losing a great deal of 
its significance. One man, however, who has been a 
leading figure in the electrical wholesaling industry 
maintains that if the industry is in need of “salvation,” 
it can be found in this particular group. 

“The electrical wholesaler,” he says, “has a splendid 
field to cultivate, particularly in lighting fixtures. He 
is equipped to sell such material, and, as a matter of 
fact, is the most logical outlet for the manufacturer 
of this type of material.” 


Outlets 


Dealers 


Central Municipal 
Stations Utilities 
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(Group 














$ 33,171,000 
MACHINES. 
$18.145,000 


ELECTRIC RANGES 
“CLOTHES WASHING 

















O other products which the electrical jobber 
N handles come in for more discussion than those 
in the appliance group. Sales policies vary with 
practically all manufacturers in the field, and the jobber 
himself is face to face with every conceivable type of 
competition from the public utility down to the “clip 
the coupon” advertisements. In spite of this handicap, 
he continues to be a most important factor in the dis- 
tribution of this class of merchandise. And, as time goes 
on, it seems logical that his importance in the field will 
increase, provided he maintains his present interest. 
The volume of $88,492,000 reported, represents a 
drop of approximately $2,000,000 and while some of the 
products show an increase, a favorable or optimistic 











SALES THROUGH ELECTRICAL JOBBERS 


AT THEIR SALES PRICES 


REFRIGERA- 
TION EQUIP. 
$5,758,000 
ELECTRIC 
FLAT IRONS 
$5,469,000 
ELECTRIC IRON- 
ING MACHINES 
$4,365,000 





comment would simply represent a false deduction. 

The appliance business is not in a healthy condition, 
as is evidenced by the attitude of manufacturers in this 
field who are disturbed over it. 

Somewhere down the line, there is a gap to be filled 
in the merchandising of this class of products, for a 
good job is not being done at the present time, and 
the industry seems to be at a loss for the proper solution. 

While this is not written with the intention of spread- 
ing a pall of gloom over the appliance situation, facts 
are facts, and there is nothing to be gained by whistling 
to keep up one’s courage. It is far preferable to get 
down to business and find an answer to this most im- 
portant problem. 


The jobber 1s now cultivating 
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HIS group as a whole experienced a drop over Ventilating equipment showed a loss over 1929. This 


last year which, in the main, can be attributed 

to the sales on storage batteries. In 1928, this 
product reached a volume of $4,292,000. Last year 
the sales slumped to $579,000, a loss of $3,713,000. 
This sag can be directly charged to the neglect by 
the radio industry in failing to furnish a substantially 
built, low-priced D.C. set for that army of radio pros- 
pects to whom alternating current is not available. It 
is sincerely hoped that the June Radio Show will include 
such a unit, for there is no question but that a larger 
volume of business is being overlooked in this field. 

Fans made headway in 1929 with a gain of $553,000 
over 1928. This is a most staple product for the job- 
ber, as a glance over the reports since 1922 show that 
each year it succeeds in holding to a volume ranging 
between $14,000,000 and $18,000,000. 

Dry batteries dropped off $4,600,000, a loss attributed 
to the same cause as that which forced down the sales 
of storage batteries. Both these commodities should 
swing back to higher volumes in 1930, provided the 
D.C. battery. operated set is revived in proper fashion. 
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is a field to which the jobber’s salesmen should give 
constant attention. And, is one in which a nice busi- 
ness exists for his contractor customers. Not only does 
the contractor make a profit on the product, but also, 
he is assured of a similar profit, sometimes higher on 
the installation work. Another desirable feature of 
this specialty is that a vast number of prospects are to 
be found on every hand. 

Measuring and testing instruments are also off to 
some extent. One might hazard a guess that the sales 
dropped the latter part of 1929 when business slumped, 
as industrial plants generally “get along” with older 
equipment during such a period. 

Construction tools, followed the lead of poles and pole 
line hardware, by showing an increase while portable 
electric tools remained at approximately the same figure. 
This latter product is deserving of more attention by 
the electrical wholesaler. From a distribution stand- 
point, it rightfully belongs to him, and there is no 
question but that the manufacturers of this class of 
material stand ready to help him. 
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SALES IN 


adio Market 


HILE the electrical jobbers handling radio 

suffered a set-back, just as did the entire radio 

industry during the last quarter of the year, 
a period which ordinarily contains the “peak” sales, 
indications are that they were not so hard hit as the 
strictly radio jobber. For instance in 1928, the sales 
on radio sets were $82,931,000, and in 1929, the volume 
reported was $76,171,000. A drop to be sure, but only 
to the extent of $6,760,000 or less than 10%. 

The tube situation is practically the same. In 1928 
the sales were $29,350,000 while in 1929 they were 
$24,523,000, a decrease of $4,827,000. Grouping the two 
(sets and tubes) the loss was $11,587,000, which fig- 
ure still holds the percentage of decrease to approxi- 
mately 10%. 

Considering the bad slump which the radio industry 
as a whole suffered, it was quite an achievement for 
the electrical wholesaler to hold his losses to such a 
small amount. Of course, instances can be sighted 
where the drop in radio business with its subsequent 
“dumping” was rather directly responsible for forcing 
some jobbers out of business. 

The jobber, as a whole has had a rather severe 
radio. A few years ago, when radio mer- 
in its infancy, he placed his faith in 


iesson in 


chandising was 
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set after set, carried its story to his dealers and then 
found that the product was not of a substantial nature. 
Later, as the industry became more stabilized, the 
product improved, and then it was a question of secur- 
ing the best lines. Just about the time he was satis- 
fied in this respect, the stock market took a nose-dive, 
and away went the radio business. 


This condition was bad enough in itself, but would 
have cleared up if the vicious “dumping” had not been 
introduced. 

Authorities on the subject of radio merchandising 
now maintain that the situation is cleared, that jobbers 
will be offered dependable products by dependable man- 
ufacturers and “dumping” will cease to be a factor with 
which to contend. 

Such assumptions must be reasonably correct, for the 
manufacturers who have survived the difficulties of the 
past few months must certainly be of a substantial 
nature. With the co-operation of the Radio Whole- 
salers Association who are keeping a close watch on 
the distribution channel so that it will not again become 
clogged with excess merchandise, it seems that these 
manufacturers are in a position to put the industry 
once more on a solid foundation. 
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Actual Sales of 
40 Key Products 





1923 1924 1925 1926 1927 1928 1929 
1. Radio Sets and Parts (excl. tubes )...$97,178,000 $116,051,000 $104,286,000 $128,874 ,000 $149,435,000 $82,931,000 $76,171,000* 
2. Incandescent en re a 69,169,000 61,389,000 48,123,000 46,324,000 52,000,000 52,326,000 54,069,000 
3. Rubber Covered Wire.............. 46,783,000 45,987,000 33,085,000 37,815,000 38,640,000 42,095,000 45,432,000 
i Es ors. orci 6 ei bles .....-+ 35,808,000 31,586,000 31,000,000 32,937,000 35,941,000 44,962,000 42,406,000 
5. Wiring Devices....... - .. 45,947,000 36,414,000 33,191,000 39,322,000 40,306,000 21,047,000 33,458,000 
GO: ECs RANGES... es ei cc cles 9,115,000 8,774,000 10,560,000 14,916,000 22,424,000 28,820,000 33,171,000 
Te MRS 6 5 Son 5 oo Shed te he ere eee ee Pe sasuieaek, . 29,350,000 24,523,000* 
| 8. Weatherproof Ee are 22,871,000 21,551,000 11,150,000 15,073,000 17,901,000 20,010,000 23,417,000 
9. Clothes Washing Machines . vende. Soe 8,334,000 9,453,000 11,747,000 12,190,000 13,467,000 18,145,000 
| 10. Safety Switches.......... .. 9,751,000 9,380,000 11,265,000 13,092,000 14,892,000 11,644,000 17,244,000 
| 11. Power Motors and Motor Control 
eee er ..... 13,269,000 10,287,000 7,084,000 9,007,000 10,260,000 16,741,000 16,285,000 
VY a Ph Fittings. . é ......++ 13,995,000 13,589,000 11,290,000 14,450,000 14,058,000 16,254,000 16,310,000 
| 13. Residence Lighting Equipment Cincl. 
Portable Lamps ) OTe, ee ... 14,059,000 19,112,000 20,306,000 21,478,000 13,929,000 13,413,000 15,934,000 
| 14. Transformers, Insulators and Other 
Central Station Distribution Equip. 13,575,000 16,221,000 8,630,000 10,752,000 16,312,000 9,373,000 15,583,000 
| 15. All Heating ‘egieesedl Not Other- 
wise Listed. . ; ....... 12,806,000 15,766,000 13,351,000 14,865,000 13,894,000 21,864,000 15,053,000 
Te. ee OE 5 ks va ko 4 borage wad 16,037,000 18,324,000 18,148,000 14,468,000 17,503,000 14,370,000 14,923,000 
17. Commercial gl Equipment 
(incl. Glassware)... weeeeeeess 15,825,000 11,000,000 11,186,000 10,225,000 10,494,000 10,720,000 13,965,000** 
18. Pole Line Hardware... asaohe eee 12,465,000 11,393,000 8,350,000 8,268,000 13,377,000 11,365,000 11,495,000 
19. Panelboards, Power and Lighting.. 8,505,000 7,005,000 6,127,000 6,576,000 6,681,000 8,543,000 10,981,000 
Wee NE Sn racy ha tite ao ws ss .. 7,046,000 7,816,000 7,084,000 2,686,000 7,373,000 8,245,000 10,206,000 
21. Industrial Lighting Reflectors and 
eee eee Be ee er ee Este 4 7,847,000 9,420,000 7,939,000 9,851,000** 
22. Dry Batteries (incl. radio)......... 5,893,000 15,000,000 18,200,000 23,126,000 18,487,000 12,761,000 8,129.000 
een ie SRS St Ae eae 5,900,000 6,568,000 7,381,000 8,243,000 6,999,000 7,124,000 
24. Vacuum Cleaners................. 8,300,000 4,132,000 3,811,000 2,567,000 8,329,000 8,520,000 6,531,000 
25. Refrigeration Equipment Sr yaaa OWE eeran& (A: 2,947,000 4,426,000 9,416,000 5,758,000 
26. Electric Flatirons......... .. 10,143,000 6,271,000 5,575,000 4,967,000 7,383,000 5,758,000 5,469,000 
27. Ventilating Equipment....... a 922,000 1,814,000 2,108,000 3,584,000 6,296,000 7,034,000 5,164,000 
28. Electric Ironing Machines......... 1,270,000 807,000 3,651,000 3,820,000 4,748,000 2,568,000 4,365,000 
29. Tape errr errr 2,358,000 3,035,000 2,356,000 2,981,000 3,380,000 3,820,000 
30. Fractional H. P. Motors 1,706,000 1,782,000 2,174,000 1,336,000 1,447,000 1,170,000 3,085,000T 
31. Flashlights and Flashlight Batteries 5,870,000 4,129,000 4,562,000 4,668,000 5,285,000 3,264,000 2,641,000 
32. Annunciators and Bells........ 1,189,000 1,362,000 1,387,000 1,542,000 1,937,000 1,389,000 2,213,000 
33. Construction Tools.... , 645,000 1,883,000 1,026,000 1,802,000 1,814,000 1,450,000 2,096,000 
34. Measuring and Testing Instruments 3,193,000 3,683,000 1,543,000 2,081,000 1,663,000 4,292,000 2,008,000 
35. Fire Alarm Systems... .. 123,000 1,208,000 525,000 1,261,000 648,000 656,000 1,415,000 
36. Soldering Paste, Commutator Com- 
pounds, etc.. = ; 567,000 931,000 652,000 915,000 1,283,000 1,147,000 1,389,000 
37. Portable Electric Tools. : ee 360,000 810,000 945,000 1,638,000 878,000 1,030,000 1,141,000 
38. Lightning Arresters............... 869,000 4,323,000 2,140,000 1,887,000 2,638,000 1,983,000 986,000 
39. Storage Batteries............. . 5,430,000 4,827,000 3,820,000 4,698,000 6,497,000 4,284,000 579,000 
40. Sewing Machine Motors........... Pen, . Soe aaa on eaters rie 520, 000 632,000 824,000 20,0004 
col haa meters e $573, 240, 000 $513,000,000 $531, 000,000 $629, 200, 000 $675,661 ,000 $610,000, 000 $589, 497,000 


*In the years 1923 to 1927, radio tubes were included in ‘‘Radio Sets and Parts.”’ 
In 1928 and 1929 this was broken down to show radio tubes as a separate classi- 
fication. 

**In 1924 and 1925, commercial and industrial lighting equipment were combined 
under one head, ‘“‘Commercial.”’ 

tIn 1924 and 1925, ‘‘Fractional H. P. Motors” and ‘Sewing Machine Motors”’ were 
combined under the former head. 
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Rapidly Increasing 


Of the 
JOBBERS SURVEYED 





| Handle Small Appliances | 100% 











Handle Flatirons | 100% 
_— 


Handle 
Vac. Cleaners 


| 90% 


~ Handle 
Washers _| /8% 
61% 


| Handle 
| Bathroom Htrs. 


Handle 
Ranges | 5% 


RR insist" from jobbers in seven typical cities 











indicate a remarkable growth in the total vol- 

ume of business secured on sales of household 
appliances. Increased sales are attributed to successful 
results obtained from use of merchandising campaigns. 
Through these campaigns, dealer activity has been co- 
ordinated with special advertising used by manufac- 
turers and special sales campaigns conducted by appli- 
ance departments in jobbers’ organizations. Enthusiasm 
extends from the manufacturer, through the jobbers to 
the retailers, and is reflected by the increased sales 
secured through this method of distribution. 

This increase is not limited to any one group of 
appliances, but in general applies to sales on all appli- 
ances ranging from small heating appliances to large 
motor driven units. With the exception of a few iso- 
lated local areas, increases in sales appear to correspond 


APPLIANCE 


in a direct ratio to the extent of concentrated and spe- 
cialized sales effort applied to these lines by jobbers’ 
salesmen. 

One of the most encouraging facts revealed by this 
survey is that jobbers’ sales are increasing with retail 
outlets supplementary to the electrical dealer and con- 
tractor. Sales to department stores and public utilities 
show the greatest increase, with furniture stores and 
hardware stores following. Department stores report 
several advantages found in purchasing appliances from 
jobbers. They can reduce stocks carried, secure imme- 
diate delivery on all orders, secure nationally advertised 
lines, secure products with established prices showing 
a better margin of profit than that available on lines 
sold as price leaders and purchased direct from the 
manufacturer, secure lines which can be readily serv- 
iced by local electricians without delay arising from 
the necessity of sending to a distant or unknown factory 
for repair parts, and eliminate the necessity of buying 
in large quantities in order to secure maximum discounts. 


Types of 


being developed by 
their relative import- 


Percentages show proportion of sales 





DEPT. STORE 





DRUG STORE 


HARDWARE | 





| Cincinnati . 
| Louisville 
Ee tc: 
Columbus. . 
Indianapolis 
Buffalo 
Pittsburgh 
Average 
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| Recent Survey in Seven Typical Cities 
| | JOBBERS AVERAGE MAX. INCREASE 
APPLIANCE | REPORTING INCREASE ANY ONE 
| INCREASE ALL JOBBERS JOBBER 

Washing Machines.........| 93% 14.5% 25% 
Vacuum Cleaners.......... | 83% 37 8% 1000% 
Electric Ranges........... 95% 20% 30% 
Small Cooking Appliances. .| 76% 17.6% 40% 
SN an 55:5 dhs daa | 73% 15.7% 50% 
Bathroom Heaters......... | 80% 39% 200% 














LTHOUGH certain appliances show exceptionally 
large increases in different distributing centers, 


: the average increases in sales reported on all ap- 
Cc t d ] . T S pliances during 1929 and 1928 are fairly uniform, rang- 
- NOW ing from 14.5% in Cincinnati to 39% in Louisville, Ky. 


The average increase of 24.1% for all cities included 


electrical jobbers, and 
ance, disclosed by the survey. 


in the survey, should indicate to 
discouraged manufacturers that the 
jobbers, particularly in these cities, 
are trying to do their share to im- 
prove appliance sales. 


(average) to each type of retailer 




















ELECTRICAL DEAL- 
PUB. UTILITY FURNITURE | MISC. ERS AND CONTR. 
| STORE | DEALERS 
17% | 6% 0% 54% 
3% | 11% 0% 56% 
16% | 407, 2% 66% 
15% | 2% 2% 66% 
23.3% | 0% 0% 44.497 
8.3% 6.6% 1 6% 61 6% 
15% 5% 7.5% 16 6% 
14% 5% 1 6% 56.3% 
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H. I. Sackett 


President, H. I. Sackett Electric 
Co., Buffalo 


ORN August 8, 1871, in the village of Geneseo, 
B Livingston County, New York, the son of a 
farmer, Mr. Sackett was only eight years of age 
when his father died. His mother sent him to California 
to Darius P. Sackett’s private boarding school where he 
was fitted for Yale, entering that institution in 1889, 
taking the academic course and graduating in 1893. 
Upon the death of his father, his mother was left 
without means, and it was necessary for her to keep 
boarders to pay her boy’s way to boarding school. Upon 
entering Yale he was too proud to secure assistance any 
lorger from his mother, so he ran a boarding house and 
supervised the business of buying and other essentials 
necessary to the success of the undertaking, thereby 
securing funds enough to complete the college course. 
On account of ill health the 
years of 93 and 94 were spent 
in recuperating in the Adiron- 
dacks. In the fall of 94 Mr. 
Sackett came to Buffalo. This 


The Power of 


This is number 121 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


their estimator and solicitor. This firm subsequently 
met with financial reverses, and having his wages cut 
from $4.25 to $2.75, and having just been married, it 
became necessary for him to seek other employment. 
He launched into the electrical contracting business with 
$116.13, a lot of nerve, a tool bag and plenty of determi- 
nation. 

After a period of six months Mr. Sackett had a man 
working for him who remained in his employ for the 
next 12 years. The business prospered in spite of the 
fact that the first order took $112 of the $116 original 
capital for electrical merchandise. The order was given 
to Mr. Adams who represented the Central Electric Co., 
Chicago—one dry goods box full of supplies. 

As the business grew, it was found necessary to move 
into the basement of the Builders’ Exchange, and sub- 
sequently to 256 Pearl St., at which time the contracting 
business had expanded to approximately $190,000 a year. 

It was then engaging more or less in the electrical 
supply business, buying when necessary for its own re- 
quirements in large quantities, and handing them out in 
smaller, quantities to 
smaller contractors at 
a profit to the firm. 

It seemed advisable 
for the company to 


was at a time when there were Courage join the Electrical 
no jobs to be had. After months Supply Jobbers’ Asso- 
of idleness he finally took up the ESS courageous men than H. ciation. To do this it 


first thing that was handed to 
him, namely, digging post holes 
for the Niagara Falls Light & 
Power Co., at $1.50 a day, com- 
muting from Buffalo. This left 
him $3.36 per month with which 
to buy clothes and furnish what 
little amusement could be worked 
out. Naturally there was very 
little of that. 

Having remained with the 
Niagara Falls Light & Power Co. 
for some two years, and getting 
a practical knowledge of the elec- 
trical construction business, Mr. 
Sackett entered the employ of the 
old F. B. Jones Electric Co., 
electrical contractors, and worked 
at the tools for a period of a life. 
few months, finally becoming 
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I. Sackett have found it easy 
to consider “‘fate”’ as being 
against them, and as a conse- 
quence have settled down to a 
mediocre life. 


Lacking funds to procure the 
education he wanted, Mr. Sackett 
created them by hard work. Lack- 
ing the health in his earlier years 
to complete the study of his chosen 
profession—a practicing surgeon Co. 
—he cheerfully turned to other 
pursuits and achieved success. 


It takes only courage, tntelli- 
gently directed, to overcome any 
obstacle in the way of a successful the first Electrical 





was necessary to sepa- 
rate the business 
which was done, in- 
corporating the con- 
struction department 
under the name of the 
Sackett Electric Con- 
struction Co., and the 
supply department un- 
der the name of the 
H. I. Sackett Electric 


During the interim, 
Mr. Sackett was en- 
gaged in many civic 
and social activities. 
He was president of 


Contractors’ Associa- 
(Turn to page 50) 
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H. I. Sackett 


President, H. I. Sackett Electric Company, Buffalo 
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NEWS in VIEWS of the DAY 





Pilotless Plane Flies from Sacramento to San Francisco 

For the first time in aeronautical history a giant army bomb- 
ing plane, piloted by a gyroscopic device, flew from Sacramento 
to San Francisco. The plane took off from Mather Field under 
the guidance of Major Hugh J. Knerr, commander of the Second 
Bombardment Group. At an altitude of 2,500 feet, the controls 
of the mechanical pilot, invented by the late Lawrence Sperry, 
in 1924, were set, and Major Knerr left the cockpit and joined 
E. A. Sperry, Jr., son of the inventor, The flight was a great 
success.—P, & A. Photo. 


Night Landing Guide for Air Liners 
Right: New automatic landing indicator, illuminated by fiery 
red, fog piercing neon lights, is shown here being installed at 
Croyden Airport, England, as a guide to air liners arriving at 
night. The indicator in the shape of a gigantic “T” swings 
with the wind.—P. & A. Photo. 


Musicians See as Well as Hear 
Own Music 

Left: By means of a new device, 
known as the “Projection Osiso,” 
it is now possible for singers, 
speakers, actors, pianists, violin- 
ists, and other vocal and instru- 
mental artists to see the sound 
waves they produce visibly across 
a screen, just as they dance in- 
visibly through the air to the ears 
of their audience. This device 
was developed by C. Anderson, 
engineer of Westinghouse (shawn 
at the projection disc) in collab- 
oration with William Braid White, 
acoustic engineer of the Ameri- 
can Steel and Wire Company, 
shown at the piano.—Wide World 
Photo. 
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HURULECTRIC TIME "*setrime SWITCH 











Quality and Precision 


Shrewd jobbers recognize the immeasureable value 
of both quality and precision in a time switch 
Their trade responds in a way that pays 
handsomely. Selling Horolectric Time Switches is 
selling VALUE—to your customers and to your 
self. 


The Horolectric is so absolutely dependable that 
it is 


UNCONDITIONALLY 
GUARANTEED 


For Two Years! 


ATE AE TEE 


Moderately priced, yet offering to the trade the 
greatest profits ever made on a time switch. And 
by profits we mean the NET profits at the end 
of the year—because Horolectric Time Switches 
require practically no servicing. The trade keeps 
its profits instead of spending these profits on 


service. 


Made in only one size—two models. One hand 
wound, with an 8-day movement; the other elec 
trically wound. Both models operate on 110-125 
Volts, A.C. or D.C., 60 amperes. Think what this 
means. A small investment—rapid turnover—and 
you are able to fill all orders promptly out of 


hee atm i stock. 


The Horolectric guaranty gives the strongest 
backing any Time Switch has ever had. 


Manufactured entirely in U.S. A. 
HOROLECTRICAL CORPORATION 


116 West Fourteenth Street 
New York City 





— . — -—>— 








Licensed under the Dorsey Patents 





HURULECTRIC TIME "citi ene SWITCH 
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...a better outlet 


ITS SUPERIORITY IS OBVIOUS. 
A brief inspection shows 
orders will book easily. 


Get a sample of the new Hubbell Convenience 
Outlet. Inspect each detail. Then you'll see why 
architects, engineers, contractors and dealers are 
glad to recommend it. 


Notice how quickly and surely attachment plug 
cap blades slip into the slots in the new Bakelite 
face of modernistic design. The unique Slot- 
Finders perfected by Hubbell are outstanding for 
convenience. 


See the new moisture-proof solid composition 
base, a most important advance in outlet design. 
Also the unusually large binding screws, the deep 
insulating pockets, and the excellent provisions 
for accurate spring alinement. 


Only a brief inspection is required to understand 
why this new Hubbell Outlet is already preferred 
... why orders for it are booked so easily. Get in 
touch with Hubbell, now. You'll find it profitable! 


HARVEY HUBBELL, INC., BRIDGEPORT, CONN. 


Boston, Mass., 176 Federal St.; Atlanta, Ga., H. C. Biglin, 138 Marietta 

St.; New York, N. Y., 122 E. 42nd St.; Chicago, Ill., 318 W. Washington 

Street; Denver, Colo., T. H. Bodfish, 1109 Broadway; Philadelphia, Pa., 

Fifth Street, Philadelphia Bourse (Exhibition Dept.); San Francisco, Calif., 

390 Fourth Street, Garnett, Young & Company; Harvey Hubbell Co. of 
Canada, Ltd., 7-12 Labatt Ave., Toronto 








UNIQUE SLOT-FINDERS—New Bakelite face of modernistic design 
incorporates unique Slot-Finders. A noteworthy convenience. No 
groping. Blades find their slots automatically, quickly and surely. 





ONE-PIECE CONTACT SPRING—Guarantees perfect alinement and 
a positive electrical connection. Made of finest phosphor bronze. 





A—NEW SOLID COMPOSITION BASE, moisture-proof, eliminates 
the fibre back which is objectionable under certain conditions. 

B—BETTER WIRING AND INSULATING FACILITIES. Larger screws to 
hold No. 10 wire when desired. Binding plates and screws are in 
deep pockets with heavy side bosses of composition, well protectec 
and insulated from side of wall and box. Wide Bakelite barriers 
insulate wiring cavity from face plate. Tapped bushing for plate 
screw is grounded to mounting strap, thus grounding the plate. 
C—MOUNTING STRAP LOCKED TO FACE, for greater strength 
and rigidity, and more accurate spring alinement. 
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Representative Wholesale Houses 
H. I. Sackett Electric Company, Buffalo 











Conference room where sales problems 
are discussed with a view of rendering 
better service to the customers. 
Part of the general offices showing the 
price, order, stock, record and accounting 
departments. 


Lighting fixture display 
studios 


The first floor wholesale de- 

partment where prompt over- 

the-counter service is ren- 
dered. 


A basement 150 x 33 ft. where heavy One of the warehouse floors show- Conduit receiving and shipping 

materials such as flexible conduit, wires ing the modern method of stock department showing customers’ 

and cables, safety switches and conduit layout for quick service. parking space and rear entrance 
fittings are warehoused. off Michigan Ave. 













‘ 
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Prepares Boiling Water Quickly! 


Anywhere at any time— 
day or night . . . 1,000 
watt completely sub- 
merged heating unit has 
a thermal efficiency of 
more than 80% ... Un- 
usual speed in operation 
and economy in consump- 
tion of current. 
















Time Chart 
Boiling 
Water Time 
2 pints 6 Min. 
3 pints 9 Min. 
4 pints 11 Min. 
5 pints 13 Min. 














TWO 


SIZES Na | —" 


3503E—5 Pints . $6.50 List 4 


3505E—10 Pints . 8.00 List 
eS 


PEER: 
A Fast Seller for*Spring 


and Summer ..... 








SVAN 
Neoal ~. . 


The 1,000 Watt Immersion Type Heating Unit 


Just what every home needs when the furnace and range does not have to wait long. Operates on 110-volt direct, 
tank are not working all the time. This hot water pro- or alternating current. Handsome in appearance. Con- 
ducer will be a fast seller from now on. The De Luxe structed of highly polished heavy aluminum, with a richly 
Electric Tea Kettle is truly a Spring and Summer specialty mottled maroon handle. The non-burn knob is sunk be- 
for jobbers and their salesmen, Has its year ’round ad- low the surrounding edge of the cover. This provides a 
vantages in the kitchen, dining room, sick room, bath suitable surface on which to warm toast and other dishes. 
room, nursery, on the farm and in the dairy. Also handy A fast seller and quick profit producer for you. Write 
for summer cottagers, etc. Sell your customers on its today for circulars for customer distribution and additional 
SPEED .. . This kettle boils water in a jiffy. The user sales information. 


WEST BEND ALUMINUM © 


WEST BEND. WISCONSIN 
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Chester Collier, the “Kondu” man; W. J. Mc- The credit man is Fred Vose. You all know Fred. 

Laughlin; “Bill” Collins of Anaconda, and Henry At his extreme left is Chas. McGill from Valpa- 

Reinhardt of the Frank Adam Electric Co., pause raiso, Ind., Mr. Anderson and Mr. Hall, friends 
to pose. of Mr. McGill, complete the foursome. 


Lake Michigan 
Club Meeting 


French Lick Springs, Ind. 
April 9, and 10, 


Mr. and Mrs. Frank Gooding 

were among those present. 

Frank, as everyone knows, is 
with Emerson, St. Louis. 


P. H. Keller of 
Peerless, In- 
dianapolis, is 
trying to keep 
Frank Shu- 
maker's (South 
Bend Electric 
Co.) shoulders 
down. H. E. 
Rasmussen, 
also of Peer- 
less, is in the 
party, as well 
“Doug” Scarff, Midland Lamp; Jack Sadler, Com- as Ed. Rees, of 
monwealth Edison; Fred Eisemann, Revere, and Benjamin. 
f “Bill” Geuder, General Cable, waiting for the gang 
ahead to get off the tenth green. 


Here is a “Southpaw” foursome for you. Clarence 

| Harlow, Benjamin; Van Marker, Revere; Chas. 

Holden, Edwards, and F. J. Schmidt, Westinghouse 
Electric Supply Co., Chicago. 


“Bill” Weiss, Graybar; “Jimmy” Ware, Hubbell; “Tom” Casey of THE JoBBER’s SALESMAN; “Bill” 
Howard Ehrlich, and “Trixie” Trigenza, Jefferson, Coleman, General Electric; George Richards, and 

all set to do a little plain and fancy putting. H. G. Hafner of Doherty-Hafner, all showing 
Photos Courtesy French Lick Springs Photo Service. how a brassie should not be held. 
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ROMEX 


is simple and 
quick to install 


Easier to install—mneeds fewer 
fittings. Just a reel of RomeX 
and a few simple tools. 


That’s all there is to a RomeX 
installation. No fuss, no muss, no 
bother—and it’s as quick as it is 





easy. 

RomeX is flexible, safe, utterly 
reliable. It is modern, non-metallic 
sheathed cable and needs no 
conduit. It is today’s wire for 
wiring houses and adding con- 
venience outlets. All these impor- 
tant factors make more jobs yield 
more profits! Rome Wire Com- 
pany Division of General Cable 
Corporation, Rome, New York. 











GENERAL CABLE CORPORATION 












She 


ybber’s Salesman 


. McLAUGHLIN, £ditor 


Too Many 
Critics 
T STRIKES one, in talking to wholesalers, 
manufacturers and representatives that the 
electrical wholesaling industry might experi- 
ence a slump in every department of its business, 
but it will never experience a dearth in self- 
appointed critics. 

It is not the criticism to which one objects, 
for constructive suggestions are welcomed at any 
time by the man or industry big enough to ap- 
preciate their value, but it is the constant “bait- 
ing,” if that is the proper term, which is so 
annoying. 

Certainly the industry needs help, for if there 
is one which does not require such assistance, 
then it is one which is beyond helping. The 
average suggestion made, however, is so utterly 
void of thought, so indicative of the lack of fore- 
sight behind it, that it can only be expressed, 
as stated above—simply annoying. 

Not so long ago we listened to the industry 
receiving quite a tongue lashing on its lack of 
business acumen. We were quite carried away 
by the story only to find, when the climax was 
reached that the wholesaling industry needed 
more and better “chutes” from its stock rooms 
or words which amounted to practically the same 
thing. 

Either a brief glance or a close study of the 
statistics presented in this issue show that the 
wholesaler is doing a pretty fair job of his task. 
The last four months of the year were no bed of 
roses for anyone, and still his annual report in- 
dicates that the jobber fought quite a noble bat- 
tle in his own interests and in those of the 
manufacturers whom he represents. 

a are many manufacturers, wholesalers 
and representatives whose knowledge and experi- 
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ence qualify them to offer constructive criticism, 
and it is not of these that we write. But it just 
occurs to us, possibly because it is such a depress- 
ingly warm day, that it must be extremely 
discouraging to learn day after day that you and 
your industry are so utterly wrong. 


c ] a s ] 


What Became 
of It? 


HOSE of us entertaining a fair memory 
recall that about three years ago, an Elec 
trical Industry Sales Conference was called, 
at which time, a market development program 
was conceived and an advertising agency em- 
ployed to make a preliminary market survey, at 
a generally understood cost of $25,000. The re- 
port of this survey has been in file a year, but 
what is to be done with it? And what will its 
value be if further delays are to be experienced 
before anyone gets around to doing something 
about it, for, no matter how excellent a survey 
may be, a year or two will change conditions. 
Valuable time is being lost and this co-opera- 
tive plan should either be put into efficient oper- 
ation at the earliest possible date, or someone 
should explain why such action is not being 
taken. 


Sell Ventilating 
Fans 


ORD comes from a leading manufacturer 
of ventilating fans who, incidentally, has 
a good jobber policy, that his distributors 
enjoyed a greater business during the first quarter 
of 1930 than in the same period of 1929. 
There is a great demand for ventilating fans, 
a demand which is constant. And the jobber’s 
salesman should make a serious effort to meet it. 
As pointed out, elsewhere in this issue, this 
product carries with it a double profit for the 
contractor, one on the sale and one on the in- 
stallation. Those contractor customers who are 
giving consideration to specialization should have 
the field of ventilation called to their attention. 
The sales possibilities are extraordinary. Every 
type of dealer, industrial plant, warehouse, amuse- 
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ment, and restaurant is a prospect. Every home 
represents a potential sale. And, the public in 
general has reached the point where proper ven- 
tilation is a most necessary requirement in the 
interest of comfort and health. 


The Hot Springs 
| Convention 
: HILE the program of the National Elec- 


trical Wholesalers Association meeting as 

tentatively arranged, does not specify any 
general subjects to be discussed, it is expected to 
prove quite meaty in this respect as there are 
several topics of acute interest which are bound 
to arise in the open sessions for members. 


The first one which naturally comes to mind 
is the Credit Control Plan. Nothing has been 
heard of this plan since it was submitted by the 
credit associations, although, undoubtedly, it is 
being studied, and there probably will be an in- 
teresting report on it. 

The second subject is that of “Selective Sell- 
ing.” This is a topic which requires attention 
and is one to which serious thought must be 
given. It is hoped, if no formal arrangement is 
made on the program for it, that it will be intro- 
duced for general discussion during the course of 
the meeting. 

The third is that of radio. THE JosBER’s 
SALESMAN has, in the past, urged closer co-opera- 
tion between the National Electrical Wholesalers’ 
Association and the Radio Wholesalers’ Associa- 
tion, purely because of the lost motion in two 
associations, devoting a great deal of time and 
money to arrive at the same conclusions. It 
seems quite logical that some method of contact 
could be worked out where information could 
be exchanged which would eliminate the present 
wasteful duplication of effort. 
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Installments and 


The Radio Industry 


T is expected that the Radio Wholesalers Asso- 

' ciation will arrange to give some serious study 
j to the subject of credits at its Atlantic City 
meeting. An industry selling this class of mer- 
chandise needs close credit co-operation as its 






GRE tle BALA a Ge ce DG PRD ELEY o bubns NRE RL bas SIT Sa TIA, B — 
epee ih pm ¢» : DTN done Fe Oe Eat Sebo aie % Q A ie. * Eg eee 5 
PME Daweh POG Tad 2 Ree AD ees 9 ect MeFi Se eRe wt bere REET Waseca ee De Rag ake easel eae 








June, 1980 











dealers are reaching a public which is not only in- 
clined to over-buy, but also is unable to budget 
its income. 

Installment selling has in many cases led to ex- 
travagance and debts. Many people have taken 
recourse to loan companies only to find that they 
have assumed new and larger monthly payments. 

This condition cannot be overcome, but it is 
nevertheless one which requires close attention 
because of its very nature and inherent evil. 

A radio set which cannot be paid for does not, 
in any manner, represent a sale, and as install- 
ment buying is here to stay, it is up to the radio 
industry, particularly that branch of it concerned 
with distribution, to learn, not a little, but a 
great deal about credit co-operation. 


A Word to Those 


Concerned 


ANY men in the industry are concerned, 

and properly so, over the chain store 

movement and its effect on their own 
individual business. 

A ray of optimistic light is shed on the situa- 
tion by Dr. Stephen I. Miller, executive manager 
of the National Association of Credit Men, who 
said when speaking at the annual convention in 
Dallas that “It might be well to bring to the 
chain store enthusiast a warning taken from the 
experience of business administration. Stretch 
out a series of business units from east to west, 
from north to south, and observe the neutraliza- 
tion of economy as the system becomes complex 
and far-flung. The competition of chain stores 
has undoubtedly hurried many a retailer into 
bankruptcy. On the other hand, the chains have 
introduced far-reaching economies, stimulated 
adaptation and brought about greater co-opera- 
tion between wholesaler and retailer.” 

The far sighted wholesaler and dealer can both 
learn a great deal by following the economical 
practices of the chain house and by imitating its 
method of presenting merchandise. They can 
also find mental relaxation in the thought that 
the chain stores are headed directly into a storm 
of competition among themselves which it is go- 


ing to be difficult to survive. 
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wiring-for-the -future 
with Non-Metallic 
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ay x 
i 
PJ 
heathed Cable : 
In the past, builders have been _ stall. Urging the use of Non- - 
content to provide for electrical Metallic Sheathed Cable and ade- - 
conveniences of the day and let quately wired houses at every = 
the future take care of itself. But opportunity will build a repu- — 
the ever-increasing demands of _ tation worth dollars to you. It = 
the last ten years have made it will set you up in your terri- a 
apparent that a wiring system— _ tory as the man who looks ahead — 
ad 
to have future value—must be —the man who knows what the = 
installed with future develop- future holds in store —the man = 
ments in mind. who knows how to give the new- i 
Non-Metallic Sheathed Cable est type wiring at the lowest cost. ~ 
provides the opportunity. It Remember: There’s more ~ 
is easier to handle, and, of profit and good-will in a Non- 
course, costs much less to in- Metallic Sheathed Cable job. 
rs 
For further information, write to any of the Licensed 
Manufacturers listed below, for a copy of the booklet— 
‘““Where and How to Use Non-Metallic Sheathed Cable” 
— 
American Circular Loom Company —— 


Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 

General Electric Company 
National Metal Molding Division 


National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 


Triangle Conduit Company, Ine. 


The above Manufacturers are Licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788; 1673752. 


SHEATHED CABLE / 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
April 15 to 
May 15 


PRICES 
General 
Trend 


MARKET 
April 15 to 
May 15 
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PRICES 
General 


Trend 


MARKET 
April 15 to 
May 15 


PRICES 
General 
Trend 

















Transformers, insulators, distribution 
equipment 





Poles and pole-line hardware........... 





Switchboards and accessories........... 
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R. C. wire and cable 
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Commercial lighting units.............. 





Residential lighting units. ............. 





Street lighting equipment.............. 
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Motor driven appliances 
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Flashlights and batteries............... 





Telephone equipment... ...........000. 
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ALL 22 LINES COMBINED 


EASTERN STATES 


CENTRAL STATES 


WESTERN STATES 





Poor 


Good 


Fair 


Poor 


Good 


Fair 


Poor 





April 15—May 15, 1930 


34% 


13% 


48% 


39% 


13% 


50% 


37% 





Same Period Previous Month.......... 


43% 


13% 


45% 


42% 


15% 


58% 


27% 








Same Period Year Ago...... 








28% 











27% 





49% 


24% 











38% 





47% 


15% 








*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota. Nebraska, Kansas, Oklahoma and Texas 


Central States include all between. 
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Send for the American Blower Blue Book 


It tells what the American Blower “factory” does. And selling plan that is worth real money to every dealer. 
it makes the job easy for the Jobber’s Salesman selling It is the “spark” of the ventilating dealer’s business and 
Electric Ventilating Equipment to dealers. It contains is well worth your having and reading, even though 
valuable sales and merchandising you may not be selling Electric 


o 
ideas—a complete plan of attack merican Rlower Ventilation at present. May we 


VENTILATING; HEATING AIR CONDITIONING, DRYING, MECHANICAL DRAPT 


for dealers—an advertising and SERRRRDUSGS OP San OOD OD Scanans SOmONT See sees send you a copy, free of charge? 











e Oo U Pp oO N (J.S.) 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 
Please send me a copy of your Blue Book, I am interested in reading it. 


Name 








Firm Name 
Street & Number. 
City. 
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10 YEARS AGO 


THIS MONTH 


A new department containing. news of the 
happenings among jobbers and manufacturers 
This information 1s secured from 
the corresponding issue of the paper in 1920 


a decade ago. 


Kimball Co. Starts Advertising 

In the belief that advertising is an ef- 
fective stimulant to sales, the Kimball 
Electric Co. of New York City, is run- 
ning a series of full page ads in the 
rotogravure section of New York's lead- 
ing Sunday papers on Apex vacuum 
cleaners which this company distributes 
in New York and vicinity. 


Buehler Transferred to 
Minneapolis 
M. A. Buehler, formerly sales mana- 
ger of the Omaha house, Western Elec- 
tric Co., has been transferred to that 
company’s Minneapolis house with the 
same title. 
oe + 
Trotter Elected Director 
L. E. Trotter, assistant sales manager, 
Post-Glover Electric Co., Cincinnati, O., 
was elected a director of his company 
at a recent stockholders’ meeting. Mr. 
Trotter is well known in Cleveland and 
Denver where he_ represented’ the 
Crocker-Wheeler Co. 
* ok Ok 
Chappel Now Lamp Manager 
W. H. Chappel has been appointed 
manager of the lamp department of the 
Republic Electric Co., Cleveland and 
Akron, O. Mr. Chappel is a man of long 
experience in the electrical field. 
* ok Ox 


Hurley Machine Elects New 
Board Member 
The Hurley Machine Co., Chicago, 
Ill., has elected B. E. Sunny, president 
of the Chicago Telephone Co., a member 
of its board of directors to fill the va- 
cancy left by Edward H. Hurley, Jr., 
who retired from the board. 


Apex Electric Opens New Office 

The Apex Electric Distributing Co., 

Cleveland, O., announces the opening of 

its new office at 651-652 Candler Annex 

Building, Atlanta, Ga. F. W. Price, 

southern district manager is in charge. 
* * * 


Cutler-Hammer Moves Offices 
Into Own Building 
The Chicago offices of the Cutler- 
Hammer Mfg. Co., Milwaukee and New 
York, have been removed from the Peo- 
ples Gas building, where they have been 


located for the past eight years, to the 
company’s own building at 323 North 
Michigan avenue on the new Michigan 
boulevard link. 

x x 


New Appointments at Bussmann 


A. E. Arthurs, for some time past a 
Cleveland representative of the Buss- 
mann Mfg. Co., St. Louis, Mo., has been 
promoted to the position of district man- 
ager of the Ohio territory. Clarence 
L. Steever, formerly with the Cutler- 
Hammer Mfg. Co., Milwaukee, Wis., has 
been appointed district manager of the 
southwestern territory with headquarters 
in Kansas City. 

+: oe 


New Jobber in Carolinas 

The Carolina State Electric Co., 218 
West First street, Charlotte, N. C., has 
been organized with a capital stock of 
$100,000, as a distributing jobber of elec- 
trical apparatus and supplies in the states 
of North and South Carolina. Eugene 
Graham, president of the company, is 
also vice-president and general manager 
of the Charlotte Supply Co.; H. T. Long, 
vice-president, was formerly in charge 
of the sales of the Westinghouse Lamp 
Co., in North and South Carolina; J. P. 
McMillan, secretary, formerly handled 
the supply business for the Westing- 
house Electric & Manufacturing Co. in 
the two states; and W. A. Emerson, 
treasurer, has been handling industrial 
work in South Carolina for the Westing- 


house company. 
* 


Andrae Electric Co. Moves 
Herman Andrae Electric Co., of Mil- 
waukee, Wisc., formerly situated at 135 
Sycamore street, is now located in its 
new and large quarters at 136-140 Sec- 
ond street. 
* ok * 


Matthews Co. Holds Convention 


“Great is the power of personal con-- 


tact.” Such is the belief of the Mat- 
thews Electric Supply Co., Birmingham, 
Ala., which on April 5 and 6 held its 
second annual Merchandising Conven- 
tion attended by 92 of the company’s 
contractor-dealer friends, and at which 
new and improved methods of merchan- 
dising were discussed and many inter- 
esting views and ideas exchanged. 


Post-Glover Opens Refrigeration 
Department 

H. S. Walmsley has resigned from the 
Sargent & Lundy organization to take 
charge of the new refrigeration depart- 
ment of the Post-Glover Electric Co., of 
Cincinnati, O., which has become dis- 
tributor for Isko refrigerating machines 
in Cincinnati and contingent territory. 
Associated with Mr. Walmsley in the 
new department is F. F. Turner, 
formerly connected with the Isko organ- 


ization. 
* ok Ok 


Western Erecting New Quarters 
Western Electric Co., Cleveland, O., 
is erecting a new warehouse and office 
building at 1008 Oregon Ave. The build- 
ing, when completed, will be four stories 
high and will embrace a total floor space 


of 45,000 sq. ft. 
* * * 


Rypinski Takes Big Jump 

Philip Rypinski, formerly with the 
Scranton Electric Co., Scranton, Pa., has 
migrated across the country and is now 
a new adjunct to the sales organization 
of the McGraw Co., Omaha, Nebr. Phil 
has just been released from the service 
after spending two years with Uncle 
Sam. 

se .. 
New Jobber in Chicago 

The Central Electric Supply Co., 204 
West Randolph street, Chicago, Ill., has 
been organized by Herman Landerman, 
formerly of the Washington Light Co., 
Chicago, and Harry London, formerly 
with the Peerless Light Co., Chicago 
and New York. 

x ok Ox 
Goodwin Meeting in Omaha 

On Thursday evening, April 29, the 
dining room of the Chamber of Com- 
merce, Omaha, Nebr., was packed to 
capacity with jobbers, dealers, contrac- 
tors, central station men and manufac- 
turers, who heard W. L. Goodwin, S. A. 
Chase and H. B. Kirkland talk straight 
from the shoulder regarding some very 
vital questions in the electrical indus- 
try. o add zest to the banquet that 
was served, A. J. Cole, vice-president 
and general sales manager of the 
McGraw Co., led the gathering in sing- 
ing popular songs. 
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reaching (0,000 points 
in the United States- 
§,000 in Canada 








By Coérdinated Cable and Radio to 
Foreign Points ... Ships at Sea 


Postal Telegraph, through affiliation in 
the International System, goes to Europe, 
Asia, the Orient over Commercial 
Cables; to the West Indies, Central 
and South America over All America 
Cables; to ships at sea through Mackay 
Radio. The only American telegraph 
system offering a coérdinated communi- 
cations service. 








THOUSAND QUESTIONS arise 

daily .. . What are the exact specifi- 
cations on this job? How is the credit rating 
of this prospect? Have we this in stock? 
Do our field men know about the change 
in model? 


The electrical business is a fast-moving 
industry .. . dependent on rapid, accurate 
information—speedy contact with widely 
separated markets. 


Daily across Postal Telegraph’s vast net- 
work of wires flash increasing thousands of 
business messages, written records that in- 
sure understanding and protect the sender. 
More and more, industry is turning to 
Postal Telegraph for its efficient speed— 
its alert, courteous messengers—the sense 
of responsibility that Postal Telegraph em- 
ployees make evident in every transaction. 


Through Postal Telegraph you can 
reach every point of importance to you 
in the United States and Canada. 


Ql (merica 


Postal Telegraph 
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ews From The Wholesale Field 








\ 


Canfield Electric Helps 
Contractors 

For the benefit of its contractor 
customers, the Canfield Electric Sup- 
ply Co., Kingston, N. Y., has erected 
a complete bungalow on the second 
floor of its office building. All of the 
rooms are wired and equipped with 
up-to-date lighting fixtures. Adjoin- 
ing each room of the bungalow is an 
auxiliary room with surplus fixtures. 
The bungalow is equipped with all 
the electrical appliances handled by 
this company and illustrates their use 
in the home. 


*K * K 


Reno Sales Opens New York 
Buying Office 

The Reno Sales Co., Brooklyn, 
N. Y., has opened a buying office at 
1133 Broadway, New York, where 
Oscar S. Josephs will be available 
every Tuesday and Friday afternoon. 

x *k * 
Belmont Corporation Handles 
Edison Radio 

Negotiations were recently com- 
pleted whereby the Belmont Corp., 
Minneapolis, acquired distributing 
rights for Edison radios in the sec- 
tion formerly served by the Minne- 
apolis branch of the Edison Distrib- 
uting Corp. This territory includes 
the states of Minnesota, North Da- 
kota and bordering portions of South 
Dakota, Iowa, Michigan, Montana 
and Wisconsin. 

i 
Three Radiola Distributors 
Announced 

The Yancey-Reid Sales Co., At- 
lanta, Ga., has been appointed Ra- 
diola distributors in the state of 
Georgia, according to an announce- 
ment by V. W. Collamore, manager, 
Radiola Division, R. C. A. Victor 
Co., New York. 

Eastern distribution of the Radi- 
ola will be handled by the National 
Light & Electric Co., in Brooklyn 
and Long Island. This organization 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in the Field, tt Sends 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 


Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesteng. 





Twenty-Second Annual?” 
Hot Springs N.E.W.A. 
Convention 


(Tentative Program) 
May 26-May 30, 1930 


Monday, May 26 
A.M. 
P.M. Meetings of Executive 
Committee. 

Meetings of the Chair- 
men and Vice-Chair- 
men of Commodity 
Divisions. 

Tuesday, May 27 

-30 A.M. Meetings of the Wir- 
ing Supplies and Mer- 
chandising Divisions. 
Meetings of the 
Lamps and Lighting, 
Radio, Outside Con- 
struction Materials 
and Power Apparatus 
and Associated Lines 
Divisions. 
Executive 
meeting. 

Wednesday, May 28 
A.M. Opening = session 
members. 
Atlantic 
Meeting. 
Central 
Meeting. 
Executive session 
members. 

Session for members 
and guests, (Speakers 
and entertainment fea- 
tures to be announced 
later. ) 

Thursday, May 29 
10:00 A.M. Executive session for 
members. 
Golf Tournament, Put- 
ting Contest, Cards, 
etc. 

Evening Open—no sessions. 

Friday, May 30 
10:00 A.M. Final Executive Ses- 


sion for Members. 


P.M. 


130) PAM. 


P. M. Committee 


for 
Po: Division 
Se eo. Division 
3:00 P. M. for 


8:30 P.M. 


Afternoon 











has merchandised Radiola in Newark 
and northern New Jersey for the last 
eight years. 

The Midland Radio Corp., with or- 
ganizations at Rochester, and Buf- 
falo, N. Y., together with the main 
unit at Cleveland, has also taken over 
the distribution of Radiolas. This 
company was known as the Radio- 
vox Co. until it became the Midland 
Radio Corp. in 1929. 





Northland Electric In New 
Home 

The Northland Electric Supply 
Co., Minneapolis, is now located in 
its new building at 309-311 S. Fifth 
St. The formal opening to which 
friends and customers from the en- 
tire northwest were invited, was held 
on April 23. 


se Ae 


New Wholesaler in North 
Carolina 
The Independent Electrical Supply 
Co., 240 W. First St., Charlotte, 
N. C., has recently entered the elec- 
trical wholesale field. S. B. Cardo 
heads the company as president and 
general manager. 
x ok Ox 


Electric Sales In New 
Location 
H. M. Van Demark, president of 
the Electric Supply Sales Co., Ro- 
chester, N. Y., announces that his 
company moved recently to a new 
location at 230 Andrews St. where 
a complete show room for the dis- 
play of fixtures is available. 
eae 


G. H. Denton Dies 


G. H. Denton, president of the 
Tri State Electric Co., Sioux Falls, 
S. D., died at his home at Long 
Seach, Calif., on April 28. Mrs. 
Denton and their daughter Laura, 
were with him when he passed away. 

—- 2 


O. Pfaff to Manage Sales at 
Krich Light 

The Krich Light & Electric Co., 
Newark, N. J., announces the ap- 
pointment of Oliver Pfaff as sales 
manager. Mr. Pfaff has been con- 
nected with the electrical industry 
for a good many years. He has con- 
tracted with dealers in the metropol- 
itan area and knows their problems 
as well as those of the manufacturer 
and the jobber. 
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The new cage has ten 
wires—two more than the 
average portable. Projec- 
tions prevent the guard 
from rolling on a smooth 
surface and by forming 
grooves for the wire rings 
give greater strength to 
the welds. Cage is double 
plated—last plating being 
copper. 





The New Rubber 
andle Portable 


amp Guar 
by M°SGILL 


Here is the McGill Rubber Handle 
Portable Lamp Guard a worthy 
addition to the family of 24 famous 
McGill portables. The black rubber 
handle is the best grade rubber. It 
is easy to grip—will not easily slip 
out of the hand. ‘The cage has many 
new features and takes a 100 watt 
Type C Lamp. Catalog number 7000. 
With reflector, 7000-R. 






























Strain Relief Disk 


Rubber handle is cut out to pro- 
vide a solid rubber ledge which sup- 
ports a fibre disk. Wires are run up 
through holes in the disk and a knot 
tied. This eliminates all strain upon 
the socket connection. 














Flared and Rounded Handle 


The rubber handle is flared and 
rounded at the end. This feature 
prevents sharp bends in the cord, 
protecting it against wear, kinking 
and breakage. 





Easy to Wire 


With the McGill strain relief disk 
and weatherproof socket there are 
no pigtails—splicing, soldering and 
taping are eliminated. The cord is 
simply shoved up through the han- 
dle and the tinned wires screwed 
into place, and then pulled back 
into the handle, seating the socket 
as well as the strain relief disk as 
shown in the top view. 


















Send for folder telling the complete story 
about this popular McGill series of Rubber 
Handle Guards. No. 7000 Rubber Handle 
Guard is shown at the right, No. 7000R Guard 
the same as above with reflector added. No. 
7000S Guard the same as the one at right 
with Levolier switch in handle. No. 7000SR 
which is a combination of the first three 
guards, has reflector, rubber handle, and 
Levolier Switch. 
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Day is now selling for 
Green, Inc., Watertown, 


mov «. 
Warren J. 
Ne Bs 

Cart ]. Bockes, Crescent Electric 
Supply Co., Dubuque, Ia., who has 
been making it easy for customers 
to buy at the city desk, has been 
assigned to a territory with that firm. 
A new bookkeeper for this house is 
Chris Ruhland. 


THE GENERAL Electric Supply Co., 
Chattanooga, Tenn., has added Hoyle 
Nichols to its staff in the capacity 
of radio specialist. 


RatpH B. Ward has been em- 
ployed as a salesman by the Dauphin 
Electric Supplies Co., Harrisburg, 
Pa. The company has also employed 
KF. B. Musser, 2nd, as assistant in 
the wholesale department. 


C. B. Wyatt, of the sales depart- 
ment at the Electric Supply Co., 
Tulsa, Okla., recently resigned. 


Jack GOLER was transferred from 
the County Electric Supply & Radio 
Corp. to take charge of the shipping 
department at the Gertler Electric 
Co., Long Island, N. Y. This house 
now has three Goler brothers in its 
employ, Sam, who does the purchas- 
ing for all branches and Harvey, 
manager of the Country Electric 
Supply & Radio Corp. 

A RecENT addition to the sales 
force of Metropolitan Electrical Dis- 
tributors, New York, is Alex Cohn, 
formerly with the Welsbach Co. Mr. 
Cohn will cover the Brooklyn terri- 
tory for this company. 

s. F. 
radio 


NusBAUM will take care of 
the Bronx for the 
Appliance Co., Inc., New 


sales in 
Times 
York. 

Tue Witiram Hall Electric Co., 
Springfield, O., has retained E. W. 
Beard as a salesman. 


A Recent addition to the selling 
organization of the Terry-Durin Co., 


Cedar Rapids, Ia., is F. E. Foster 
who will represent the company in 
northwestern Iowa. Mr. Foster suc- 
ceeds H. E. Mever. Prior to this 
connection, Mr. Foster traveled dif- 
ferent territories for the Elgctric 
Supply Co., Des Moines, for eight 
or nine years. 


Horace TERRY is a new member 
of the sales force of the Germantown 
Electric Supply Co., Philadelphia. 

C. ALTMAN has been added to the 
selling force of the Tafel Electric 
Co., Louisville, Ky., to cover its In- 
diana territory. 


WALTER EULER, who has spent sev- 
eral months behind the counter at the 
Westinghouse Electric Supply Co., 
St. Louis, Mo., has been promoted to 
city salesman. 


E. G. Grosner, formerly with the 
General Electric Supply Co., Chicago, 


is now on the sales force of the 
Metropolitan Electrical Supply Co., 
Chicago. -__— 
Changes in Personnel 
“Opie” Lane, for the past 14 
years manager of the fixture depart- 
ment at the Commercial Electric Sup- 
ply Co., Detroit, is now in charge 
of the new commercial lighting fix- 
ture department, distributing the fix- 
tures manufactured by the Kayline 
Co., Cleveland, of the Fife Electric 
Supply Co., Detroit. 


WacteR F. Young, financial mana- 
ger of the General Electric Supply 
Corp., Kansas City, has been trans- 
ferred to the company’s office at Chi- 
cago. Mr. Young has been replaced 
by J. B. Stevenson who in turn was 
transferred from the Evansville 
branch. 


AmonGc the recent personnel 
changes at the Times Appliance Co., 
Inc., New York, is that of George 
Teutenberg as sales manager of the 
radio department; Willard Hall as 
sales manager of the electrical branch 
of the business, and Edgar Rypinski 
as sales promotion manager. 


E. C. MarsHAtt, formerly a sales- 
man at the Dauphin Electric Supplies 





CS MERSICK CO. 
COMMERCIAL LEAGUE 


CHAMPIONS 
1929-1930. _ 


During the past season, Frederick Spencer of the fixture department at C. S. 
Mersick Co., New Haven, Conn., decided he wanted to have a basketball team and 
proceeded to form one. The team, on the other hand, decided it was going to 
win the commercial league championship and it did—that’s the way they do things 


at C. S. Mersick & Co. 
E. Fredericks. 
captain; A. Laine, and A. Loos. 


In the front row, from left to right, are: 
Second row, left to right: ( 
Standing in the back how, left to right, are: 


L. Aurora, and 
J. Bernardo; F. Patricelli; G. Lenzi, 


F. Spencer, manager; A. Lenzi; J. Lowell; J. Gbur, and C. H. Albee, manager of 


the electrical department. 
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BID 


FILLS A LONG 
AT A POPULAR PRICE 


Biddy is a kitchen convenience women have wanted for 





THE R&M 60 


The modern electric fan 
for 1930 homes and of- 
fices. Rich bronze or 
sage green finish. The 
year’s best seller. 
$14.00 Retail 





HAND 








BIDDY 


$14.95 
RETAIL 


years—a tidy little electric servant that performs a dozen 
different tasks faster and better. Biddy not only extracts 
fruit juice, it beats eggs . . whips cream . . mixes salad 
dressing, etc. Biddy’s many uses, its stainless finish, con- 
venient wall bracket mounting and sturdy lifetime con- 
struction attract buyers. Its sensible price clinches the sale. 


National advertising is creating hundreds of local Biddy 
prospects for you. Display Biddy and “‘she”’ will sell her- 
self—and make you a sweet profit. There’s no competi- 
tion— Biddy is the only double duty device of the kind on 
the market. 


P. S. — Hot weather’s here — you need more 
R & M Fans, both desk and oscillating types. 


ROBBINS & MYERS, INC. 
Springfield, O. Brantford, Ont. 


Robbins & Myers 


_ Fans and Motors 


ELECTRIC HOISTS AND 











FELT WEED 


















PORTABLE | 
WALL FAN | 
| 


A handy little fan spe- 
cially designed for cool- 
ing and ventilating home 
kitchens. 8” blades. Fits 
in the Biddy bracket... 
$7.50 Retail 
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This crowd must have a pull with the cop on the corner to block the sidewalk 


this way, but it wasn’t for long. 
Shreveport, La. Left to right, are: 


It happened at the Interstate Electric Co., 
R. M. Jemison, Jr., manager of the electrical 


department; E. D. Lewis, city salesman; C. G. Meyer, stock record; S. B. Heard, 
lamp manager; Sally Abramson, stenographer; C. R. Stone, city salesman; Elsie 


Watson, stenographer; B. D. Lay, house salesman, and H. E. 


manager. 


Harrisburg, Pa., has been pro- 
moted to purchasing agent, taking 
the place of Foster Sowers who re- 
signed. 


Gas 


THe East Coast Electrical Supply 
Co., Inc., New York, announces the 
appointment of Roy W. Grosset as 
treasurer and general manager. Mr. 
previously associated 
with the Colonial Electric Co., Phil- 
adelphia, as secretary and general 


Grosset was 


manager. 
* ok Ox 
Jobbers’ Active in 
Associations 

Ropert L. Simon, president of 
Metropolitan Electrical Distributors, 
New York, has been elected secre- 
tary and treasurer of the Colonial 
Yacht Club, one of the leading boat 
clubs in the east. 

C. Rosert Churchill, Electric Ap- 
pliance Co., New Orleans, 
re-elected president of the Pickwick 
Club. This is Mr. Churchill’s second 
year as the head officer of that old 
organization. 


was 


Jobbers’ Sales Activities 

\VESTINGHOUSE ELECTRIC SUPPLY 
Corp., Tulsa, Okla.—The “adjusto- 
matic” Westinghouse will 
featured in the sales activities of this 
jobber. 


iron be 


TIMES 
York 


preliminary campaign on the Wes- 


APPLIANCE Co., INc., New 
-This company has begun its 


tinghouse radio for which it is ex- 


distributor in Manhattan. 


clusive 


Kirby, assistant 


Bronx, Westchester, Orange and 


Rockland counties. 


LovE Execrric Co., Tacoma, 
Wash.—Electric appliances are being 
stressed in the sales campaign con- 
ducted by this jobber. 


WESTINGHOUSE ELECTRIC SUPPLY 
Co., Oklahoma City, Okla.—This 
house has begun a sales campaign on 
the Westinghouse safety switch. 


EvLectric Suppry Co., Tulsa, 
Okla—A campaign on Emerson 
fans and Hammond clocks has been 
initiated by this wholesaler. 


CoLEMAN Etectric Co., Allen- 
town, Pa.—As part of its sales ac- 
tivities on Standard electric ranges, 
this jobber held an authorized deal- 
ers meeting and dinner on April 25. 


Sutton Exvectric Suppty Co., 
Wichita, Kans.—This wholesaler is 
emphasizing the General Electric 
cieaner in this month’s sales activi- 
ties. 

* x Ox 


Lines Added by Wholesalers 
ELeEcTRICAL Suppty & EgQuip- 
MENT Co., Albany, N. Y.—Standard 
electric ranges and “Zenith” radios 
have been taken on by this house. 


Sterns Exectric Co., Buffalo, 
N. Y.—This company will distribute 
the complete line of wires, cables and 
cords manufactured by the National 
Electric Products Co., in this terri- 
tory. It has also added the line of 
rigid conduit, elbows and couplings 
marketed by the Triangle Conduit 
Co. 


PEERLESS ELECTRICAL SUPPLY Co., 
Indianapolis, Ind.—This company 
will act as distributors for Edison 
radio in this territory. “Protext”’ all 
rubber push through and 
“Toledo” lighting fixtures have also 
been added to this jobber’s lines. 


sockets 


METROPOLITAN DISTRIBUTORS, 
New York—Since January 1, this 
firm, through the combined efforts 
of Robert L. Simon, president, and 





* 
. 
* 


No, no, he isn’t being coy, but the sun is hot in them there parts. 


The 


administrative group of the Atlanta, Ga., division of the General Electric Supply 


Corp. was snapped in front of the company’s building in Atlanta. 


The grins 


from left to right belong to: H. E. Lane, financial manager; A. H. Shirley, service 


manager; R. A. 


Clarke, Atlanta house manager; R. H. 


Hardwick, merchandise 


manager; J. J. Perry, district manager, and George D. Adair, sales manager. 
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BE FAFE . BE MODERN . WitTH SQUARE OD 


Because SQUARE D makes 
these narrow panelboards 


e's « you can find no 
better, anywhere 


Because Square D narrow panelboards are only 
12 inches wide overall (6-in. panel and 3-in. gutter 
all around) they are especially well-fitted for use 
on narrow girders in factories . . . and in homes 
and apartment buildings. They provide two ex- 
clusive features: Both cartridge and plug fuses can 
be used in them... . and in their branches, either 
cartridge or plug fuses can be used in combina- 
tion with switched circuits. Small, compact and 
attractive ... yet they meet every requirement 
up to 100-ampere capacity. Possess every 
feature of the widely used Square D standard 
panelboards. Write for complete information. 








Ne ee ee a a 


SQUARE D COMPANY, DETROIT, U. S.A. 
Factories at: Detroit, Mich., Peru, Ind., and Milwaukee, Wis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 











BRANCH OFFICES 
Atlanta Dallas Kansas City Pittsburgh 
Baltimore Davenport Little Rock Portland 
Boston Denver Los Angeles Richmond 
Buffalo Detroit Milwaukee San Francisco 
Chicago Grand Rapids Minneapolis Seattle 
Cincinnati Houston PANELBOARDS New York St. Louis 
Cleveland Indianapolis | Philadelphia Syracuse 
















SQUARE D MAKES A COMPLETE LINE OF ELECTRICAL CONTROL EQUIPMENT 


Motor Circuit Switches 
Magnetic Contactors 
Pressure Switches 
Disconnect Switches 
Float Switches 


Voltage Testers 
Meter Service Breakers 


Industrial Controller Division, Milwaukee 


Automatic Starters 
Combination Starters (Automatic 
Starters with Motor Circuit Switches) 
Compensators, Both Automatic and 
Hand-Operated 
Speed Regulators 


Switch and Panelboard Division, Detroit 
Industrial Safety Switches 

Meter Service Switches 

SQUARE-Duct (the rigid suspension 
method for wiring) 
Panelboards for Both Lighting and 
Power 
Fuse Cabinets 
Outdoor Meter Boxes 


Specialty Division, Peru, Indiana 
Special Electrical Devices 
Special Porcelain Products 
Porcelain Insulators (170) 























14 THE JoBBER’S[AJSALESMAN 





FOUNDED ON THE BELIEF 1HAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


S. Glazer, salesman in upper 
Georgia territory for the Fulton Elec- 
tric Co., Atlanta, Ga., has been with 
the company for over five years. Here 
is one fellow who hasn’t much use for 
the word “drummer” since he was the 
bugler of a company of fighting Marines 
for over four years. 





Irving I. Ginstling, purchasing agent 
and manager of the supply depart- 
ment, has added “Eveready,” RCA 
radiotrons, Proctor and Schwartz 


appliances, National Metal Moulding 


conduit, and “Polar” fans to its ex- 
isting lines. 


MANHATTAN ELECTRICAL SUPPLY 
Co., Inc., New York—This company 
is now distributing the new Grebe 
line of radio sets exclusively in New 
York, Chicago and St. Louis. 


THE ELectricaL Suppty Co., 
Pontiac, Mich.—This company has 
taken on DeForest tubes and the 
Burgess line of batteries. 

* ok x 


De Warren Bridges Joins 
Electric Appliance 

De Warren Bridges has been put 
in charge of the desk for many years 
held by the late William Patrick Far- 
rell at the Electric Appliance Co., 
New Orleans. Prior to this connec- 
tion Mr. Bridges was with the John- 
son Electric Supply Co., Cincinnati. 

x * * 


Eight Pounds Added to the 
Industry 

T. M. Harris, of the General 
Electric Supply Corp., Chattanooga, 
Tenn., has added eight pounds to the 
electrical wholesaling industry in the 
form of a charming baby girl born 
April 7. We say eight pounds, for 
words came to us that the baby 


weighed seven pounds, nine ounces 
on April 7, so it is presumed that she 
now hits the scale at eight. 

es + 


Hal Lynch Parish Marries 
The many friend of Hal Lynch 
Parish in North and South Caro- 
lina will be interested to learn of his 
marriage on May 3, to Miss Jose- 
phine Marie Holzgrefe of Durham, 
N. C. Mr. Parish is a graduate of 
the University of North Carolina and 
has traveled the Carolina sgerritory 
for years as a representative of the 
Electric Supply and Equipment Co., 
Charlotte, N. C. When this company 
was bought out by the General Elec- 
tric Supply Corp., he was transferred 
to Richmond where he is now the 
division sales manager. 
‘2 8 


Levene Electric Changes 
Address 
The Levene Electric Co., New 
Rochelle, N. Y., has moved to 326 


North Ave. 
x * 


Delinquent Accounts 

The accompanying tabulations 
shows the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions, for April, 1930, as compared 
with the same month the previous 
year. Also these figures are shown 
for the four months’ period of 1929 
and 1930: 


Raymond M. Alvord Heads 
Local Club 
Raymond M. Alvord, San Fran- 
cisco district manager of the Gen- 
eral Electric Co., has been elected 
president of the local Rotary Club. 
a. 


Waken and Whipple to 
Represent Cincinnati 
Victor 

Waken and Whipple, Inc., an- 
nounces its appointment as Chicago 
district distributor for the Cincin- 
nati Victor line of merchandise, in- 
cluding the Luminaire, “the fan 
beautiful” and the Victor airplane, 
table fan, also the Victor clean-air 


ventilator. he 


Burg Electric Opens Phila- 
delphia Warehouse 

The Burg Electric Sales Co., New 

York and Philadelphia, announces 

the opening of its Philadelphia ware- 

house. This warehouse will carry 

complete stocks of all the lines the 
company is agent for. 
* * * 


Aviation Bug Bites E. E. 
Hasselquist 

E. E. Hasselquist, vice-president, 
Fox Electric Supply Co., Elgin, IIl., 
recently made a trip by airplane to 
Madison, Wis., where he went 
through the Burgess Battery factory. 
Mr. Hasselquist is reported to be 
badly bitten by the aviation bug and 
it wouldn’t be surprising if he deliv- 
ered rush orders by air in the future. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
APRIL 30, 1930 


April 
1930 
331 


174 
181 
807 


1493 


Division 1929 

New York 

Middle & Southern Atlantic 
States 150 

New England 


Central 


Jo %o 


Increase Increase 
4 Months 


or or 
Decrease 1929 1930 Decrease 
968 1322 


+16.1% +36.6% 
591 801 


16. % 
Ti3s% 685866 


—12.5% 
+26.7% 2571 3281 
~ 4795 5970 


+16.7% 





TOTAL AMOUNTS REPORTED 


April 
1930 
$ 51,843 


26,071 
24,670 
100,988 


1929 


Middle & Southern At- 
lantic States 


New England 
94,604 


% 
Increase 
or 
Decrease 
—18.9% 


+39. % 
+ 8.8% 
+ 6.7% 


Increase 
or 
Decrease 


+19.9% 


1929 
$198,180 


81,518 
84,508 
328,237 


$237,540 


118,414 
87,337 
469,768 





$199,949 $203,572 


+ 1.8% $692,443 “$913,059 


AVERAGE AMOUNTS 


1929 


New York 

Middle & Southern Atlantic States....: 
New England 

Central 


4 Months 
1929 1930 
$802 $723 

554 590 
500 634 
508 558 


April 
1930 
$156 

149 
136 
ize 












June, 1980 THE sopBER’sfA)SaLESMAN 45 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





More Than A Toaster! 





A SENSATIONAL LEADER ITEM! 


Star ‘Quick-Serv’ 


Reaches the Profitable 
Commercial Market 


“QUIK-SERV”™ has easily won amazing popu- 
larity because it is the only really low-priced, 
yet practical, adaptable cooker for both the 
domestic and commercial markets. 


“QUIK-SERV”™ is not just another sandwich 
grill! It is actually a complete kitchen in itself 
performing practically every cooking require- 
ment with a speed that is astounding! 


Jobbers have been quick to recognize its high 
merits and its popular selling appeals. And, 
they have found a big, ready market for this 
splendid appliance! 


More Than A Grill! 











It TOASTS, ROASTS and GRILLS 


“QUIK-SERV” is easily worth many times its price as a toaster 
alone. Yet making four delicious toasted sandwiches is just one 
of its many good features. Chops, steaks, eggs and bacon are easily 
and quickly prepared—cooked on both sides at once—with all the 
original flavors sealed in! 

And Roasts! Ordinary cuts of meat are cooked tender through 
and through—a delicious golden brown—cheaper than gas. 


CHROMIUM FINISH—SOLID CONSTRUCTION 
POSITIVE GRID ADJUSTMENT 


Size 1214” x 114%” x 7” high. Weight 17 lbs. Circular “Chroma- 
lox” elements, 850 watts. Heavy aluminum grids with total cook- 
ing surface of 183 sq. inches. Two egg rings, roasting pan and 
drip cup furnished. 
SELLS AT ONLY $32.50 

At this low price, “QUIK-SERV”™ is within the reach of every 
home and institution, meeting the needs and purse of all. The 
Master-Twin Model (illustrated above) has double the capacity and 
sells at $64.00. 


ALSO FOR THAT BIG DOMESTIC MARKET! 
The DOMESTIC MODEL adaptable “QUIK-SERV”™ is offered to 


sell to the many wired homes unable to afford an expensive range. 
Slightly lighter in construction. Sells at $22.50. 


MONEY IN POPCORN EQUIPMENT, TOO! 


With the famous STAR line of Popcorn Machines, known the 
world over, you have another item to offer this profitable market. 
The “PROFIT” Model, selling at the sensationally low price of 
$123.00, reaches an entirely new class of buyers—the smaller 
operators. Here is an item worth your earnest attention! 


JOBBERS, GET OUR PROPOSAL NOW! 








Write for our liberal sales plan, com- 
plete literature and sales helps. Cash 
in now by ordering your sample. Use 
the handy coupon. 





STAR MANUFACTURING CO., Inc. 


4569-71 Swan Ave., ST. LOUIS, MO. 





MAIL THIS COUPON 


PP SSF SSS SS SSS SSS SSS SF FS SFT BS BE Bee ees ee 


STAR MFG. CO., Inc. S 

4569 Swan Ave., St. Louis, Mo. 

Gentlemen: Send sample “QUIK-SERV™ GRILL and dis- 

play material. Liberal dealers’ discount to apply. 

Ship open acct. Ship C.0O.D. [1] Plan on STAR 
Popcorn Machines [] 
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Star Electrical Official 
Vacations in Florida 
EK. A. Semmence, general manager 
of the Star Electrical Co., Erie, Pa., 
has just returned from a two months’ 
vacation trip in Florida. Having 
been in the electrical business for 25 
years, he feels he is entitled to get 
away on a good vacation. 
* * x 
F. J. Alvin Speaks at Pitts- 
burgh Electric League 
F. J. Alvin, sales manager, Wads- 
worth Electric Mfg. Co., Covington, 
Ky., spoke on “Co-operation and Or- 
ganization” at the St. Patrick’s day 
meeting of the Electric League of 
Pittsburgh, held at the Roosevelt 
Hotel. 
* * * 
Allen Electric Makes 
Shipment to Shanghai 
The Allen Electric Co., Cleveland, 
has recently made a shipment of one 
Hamilton Beach electric vibrator to 
a consumer in Shanghai, China. The 
name and address of the party was 
first written in English on the com- 
pany’s label and then interpreted in 
Chinese on the side of the English 
address. This is the company’s first 
shipment to that particular destina- 
tion. 
* * Ox 
Dick Carrington Wins 
Gold Pen Knife 
The new accounts contest spon- 
sored by the Inter-Mountain Elec- 
tric Co., Salt Lake City, was won by 
Dick Carrington who brought in 32 
new accounts. Mr. Carrington was 
awarded a gold pen knife. Charles 
Dowdring won the January contest 
for a high total of business and was 
also presented with a gold pen knife. 


Henry Young Resigns 

After 10 years of service with the 
Electrical Trade Publishing Co., 
Chicago, Henry W. Young resigned 
on May 1 in order to carry out his 
intention of moving to Portland, 
Ore., where he expects to make his 
permanent residence. Co-incident 
with his resignation came the an- 
nouncement of his retirement. 

Mr. Young had been connected 
with THE JOBBER’S SALESMAN prac- 


Henry W. Young 


tically since its first issue was pub- 
lished. His outstanding work on the 
paper has been in the capacity of 
editor where he made a host of 
friends and where his insight into 
and knowledge of the electrical 
wholesaler’s problems proved a guid- 
ing influence to readers. At the 
time of his resignation, Henry was 
general sales manager of the com- 
pany in charge of the entire sales 
activities of all its publications. 


Henry Young will be missed by 


the industry to which he had devoted 
his business life and by his associates 
who had learned to depend upon his 
loyalty and character for their own 
individual problems. 

The staff of the Electrical Trade 
Publishing Co. presented Mr. Young 
with an engraved wrist watch just 
before his departure. 

x ok Ox 


Electrical Supply Interested 
in Central Electric 
The Electrical Supply Co., Pon- 
tiac, Mich., has taken an interest in 
the Central Electric Supply Co., 
Flint, Mich. 
* x x 
Tidewater Electric Adds Two 
Lines 
The Tidewater Electric Co., New 
York, has taken on the distribution 
of two new lines, Hammond elec- 
tric clocks and Dormeyer mixers. 
Extensive sales campaigns on both 
of these lines are being planned. 
2k k * 


Nassor-Michaels Increases 
Truck Fleet 
The Nassor-Michaels Electrical 
Co., Inc., New York, has added 
another truck to its fleet. 
x Ok Ok 


Blow Your Horn 

They’re saying it with music 
down at Lindley Electric Supply 
Co., Philadelphia. There have 
been trills, grace notes and quar- 
ter notes ensuing from the doors 
of this once sedate company ever 
since—well ever since Harry New- 
man and Jack Shelton joined the 
Glenside V. F. W. No. 676 Bugle 
Corps. To hear them blow leaves 
no doubt as to who won the war. 








Starts July 1. 





Sixth Annual 


Summer Sales Contest 


of THE JoBBER’S SALESMAN 


Have Your Sales Manager Enter You at Once 
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ittle! --But oh my- - 


how profitable they are to handle 






No. 


LA-4 
CUBE TAP—Genuine Bake- 
lite. Makes three outlets 


where there was one. Very 
attractive and most useful. 


No. 

QL-3 
CONVENIENCE OUTLET OR 
WALL TAP—for home wir- 
ing. Genuine Bakelite beau- 
tifully molded. 









Heater attachment plug — 
made of genuine Bakelite. 
Rich in appearance. Will 
give countless hours of un- 
interrupted service. Has pat- 
ented Gripall Contacts which 
insure perfect current con- 
nection on appliances having 
round, flat, or tapered ter- 
minals. 








--these BEAVER devices 


Even though many Beaver electrical de- 
vices are quite tiny, they are all precision- 
made and quality goes clear through. 


You can recommend this very useful line 
to your trade without hesitancy because 
every number has an irresistible appeal to 
any man or woman who has an eye for 
real value. 


Why not make a comparison—Beaver ver- 
sus the line you are now handling. Con- 
vince yourself, just as many others have, 
that the Beaver line is superior. It will 
pay you to sell Beaver products and right 
now is a good time to start. 


Send today for our latest illustrated 
discount sheet. 


BEAVER 


Manufacturing Company 
625-645 North Third St. 
NEWARK, N. J. 


BEAVER 





Handle cap attachment plug 
made of genuine Bakelite 
Attractive color combinations, 
Moulded to fit the fingers. 
Easy to push. Requires no 
effort to pull. 





Symmetrical two-sided plu- 
ral socket made of genuine 
Bakelite. They come in beau- 
tiful color combinations, also 
in brown, and in black. 








FOUR WAY TABLE TAP—Made 
of Genuine Bakelite in attractive 
color combinations Very compact 
and serviceable Absolutely safe 
to use 
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Sell the Known Brand— 


ae like to sell the known brand—the 
brand of conduit for instance that carries the 
maker’s name—Fretz-Moon. 











Because it is always of the same high quality— 
because it is uniform in thickness and weld and 
works easily—because it threads clean—because it 
fishes easily—Fretz-Moon Conduit is acceptable to 
every buyer who knows the economy of purchas- 
ing a known brand. 










Sold throughout the country by electrical sup- 
ply houses. 






Fretz-Moon Tube Co., Ine. 
Butler, Pa. 







RIGID 


CONDUIT 











Bill’s smile reaches out to everybody 
and it’s no small smirk either—that’s 
why they call him “Smiling Bill” Zeitz. 
But it isn’t alone Bill’s smile that gets 
him the orders for the Western Light 
& Fixture Co., Los Angeles, for whom 
he is salesman in the beach towns. He’s 
a hustler from sun up to sun down, has 
been selling electrical supplies for the 
greater share of his grown-up years and 
makes close friends of his customers. 





New Directors of Graybar 
Management 
E. A. Hawkins, H. N. Goodell, 
E. W. Shepard and G. F. Hessler 
have been elected members of the 
board of directors of the Graybar 
Management Corp., New York. Mr. 
Hawkins is general supply sales man- 
ager; Mr. Goodell is western district 
manager with headquarters at Kan- 
sas City, Mo.; Mr. Shepard is treas- 
urer, and Mr. Hessler is general 
utility sales manager. 
ee « 


Love Electric Official Takes 
Early Vacation 

F. Muehlenbruch, vice-president 
and sales manager of the Love Elec- 
tric Co., Tacoma, Wash., has taken 
his vacation early and visited San 
Francisco, Los Angeles and_ the 
Grand Canyon. 

i. aoe 


W. G. Sterrett Returns 
from Eastern Trip 
W. G. Sterrett, manager of the 


| Westinghouse Electric Supply Co., 
| San Antonio, Tex., has just returned 


from a trip carrying him through the 
entire line of Westinghouse factories 
throughout the eastern and central 
states. 





Sabala dices wih Racine sti. 


eee. 
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~ Convenience 





Outlets++++ 


Clean-cut, solid one-piece BAKELITE; “ARROW” style and sturdiness. The kind of workmanlike 





job you like to show customers . . With the added sales-feature of a Finding Ridge which 
really FINDS the slots for the plug prongs. Puts a new CONVENIENCE into Conveni- 
ence Outlets . . No. 1912 is the Duplex Receptacle; No. 1911 the Single. For 
plaster ears, add “’“G” to catalog numbers. You can write a lot of orders 


with these numbers; just emphasize ALL-Bakelite construction. 


ELEGTRIGC DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 
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| Architectural Lighting Con- 
ference Held at Chicago 


| The Architectural Lighting Con- 

| ference, conducted under the auspices 

-of the commercial and industrial 

| lighting committee of the National 

| Electric Light Association was held 
at the Chicago Lighting Institute on 
May 13, 14 and 15. 


WADSWORTH SAFETY ELECTRICAL ‘+s 


SWITCHES ALWAYS WILL SELL 
IN YOUR 2 
TERRITORY 


Wadsworth Safety Switches are favorably known 
and meet the approval of contractors everywhere. 


“There is a Wadsworth safety switch for every 
installation.” Switches that can be installed quicker 
with less trouble and that meet the electrical instal- 
lation requirements everywhere. 


Backed by a sound merchandising policy of co-op- 
erating with Jobbers everywhere assures you that 
increasing sales will be yours when handling 
Wadsworth Safety Switches. 


" Catalog No. 2223 


Accessible Fuse Meter 
Service Switch 


THERE IS A 
W ADS- 
WORTH 
SWITCH 
FOR EVERY 
INSTALLA- 
TION 


Catalog No. MB-2 


Metal Meter Board with WRITE 


Accessible Fuse Switch Catalog No. 1451T 


and Branch Circuit 
Cabinet Attached TODAY Channel Banking Type Switches 





The WADSWORT CTRICMFGE INC. 
Covington ntucky. 


WADSWORTH 








SWITCHES 




















|| °C swircues. || 








Electric Supply Acquires 
Additional Space 


Over 2,000 sq. ft. of additional 
warehouse space has been acquired 
by thé Electric Supply Co., Tulsa, 
Okla. 


* * 


H. I. Sackett 


(Continued from Page 20) 


tion organized in Buffalo, and was 
also an ardent worker in co-operative 
electrical development work; was a 
member of the Chamber of Com- 
merce, Captain in the 74th Regiment 
Infantry for eight and _ one-half 
years; during the war was Colonel 
of the Home Defense, the only mili- 
tary organization then in Buffalo. 
\fter the federalization of the Guard, 
he had 17 companies under his com- 
mand. He was also very active in 
the sale of Liberty Bond campaigns. 
He was a member of the University 
Club, Erie Downs Golf & Country 
Club, Park Club, Buffalo Athletic 
Club, Buffalo Orpheus, Buffalo Scot- 
tish Rite Consistory, Hugh DePayne 
Commandery, Knight Templars, 
Adytum Chapter; Ancient Land- 





“You see it was this way,” explained 


| E. W. Cook of the General Electric Co., 


to Gene Garcia, assistant manager, Gen- 
eral Electric Supply Co., on the Sacra- 
mento excursion of the California Elec- 
tragists, Northern Chapter, recently. 
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nak ae. 3 


HEGEMITE Covers 








SURFACE TUMBLER SWITCHES 


INSTALLED in damp places — in air charged with 
moisture or chemical fumes — these switch covers 
stay new and lustrous. Rich brown HEGEMITE, 
corrosion-proof; now available to your customers 


at no higher cost than metal covers. > << + 


And don’t forget what’s UNDER the covers of these 
H &H Surface Tumblers! The famous “balanced 
mechanism” of the H aH Flush-type Tumbler. 
Smoothest of actions; most durable mechanically; 
most positive electrically. BAKELITE-covered, 


what an item for summer-cottage wiring and the like! 


























For Surface Mountings For Outlet Boxes 
Cu List | Std. os Amperes at Cat. List | Std. ane Amperes at_ 
No. Price Pkg. | ecerition 125 V.' 950 V. No, | Price | Pk. | —— 195 V. 250 V. 
610- BC $0. 56 100 | Single pole Solid Base 6 3 6064-BC $0.64 | 50 | Single Pole 344" cover 6 3 
611-BC 56 100 Single pole Slotted base 6 3 6065-BC  .68 | 50 | Single Pole 4" cover 6 3 
612-BC .96 100! Three-way Solid base 5 2 6068-BC 1.06 50 Three-way 3144" cover 5 2 
613-BC 96 100) Three-way Slotted base 5 9 6069-BC 1.10) 50 | Three-way 4” cover 5 2 
7 Senoeting screws spaced 1 7%” on centers. Height 1 74"’. Diameter of base, 214" Diameter of Nos. 6064-BC, 6068-BC is 3%". Screws spaced 2%4"’. Diameter of Nos. 


6065-BC, 6069-BC is 4%”. Screws spaced 3'2". Japanned covers are standard. 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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MURRAY 


SWITCHES. 


wy. 32g eg 


The “world’s tallest building” 
has chosen Murray Meter 
Safety Switches!! 
new Chrysler Building in New 
York City, an example of mod- 
ern architectural achievement, 
would select equipment and fit- 
tings throughout that would be 
in line, that would be modern 

ten, fifteen years from 
now!! That’s why Murray 
Meter Safety Switches were se- 
lected. They meet the require- 
ments of “today” and “tomor- 


marks, 441; F. & A. M., Ismailia 


| Temple; director of the Electrical 
| League of the Niagara Frontier, and 


for some 16 years was Captain of 


_ Ismailia Temple Shrine Patrol and 


| of the Temple. 


director of the Second Section Work 
He was also presi- 


| dent of the Wholesale Merchants & 


Manufacturers’ Association of Buf- 
falo; director of the Retail Mer- 


| chants’ Board; member and _ vice- 
| president of the Greater Buffalo Ad- 


vertising Club; member of the Buf- 


| falo Automobile Club, and the Yale 


Association of Western New York. 


' He was also a director of the old 
| Motor-Boat Club. 


Surely the | 





row.” Write now for catalogs on | 
| present location at 173 Elm St. 


Murray high quality switches. 


METROPOLITAN DEVICE 
CORPORATION 
1250 Atlantic Ave. 
Brooklyn, New York 


CHRYSLER BUILDING 
New York, N. Y. 
WILLIAM VAN ALEN 
Architect 
Louris T. M. RALstTon 
Engineer 


Frep T. Ley 
General Contractor 











In 1909 the construction business 
was sold to Everett Mullette, who 
was the construction foreman and the 
company confined itself to the supply 
business at the address of 256 Pearl 
St., where it occupied the entire 
building. 

In 1918 the business had expanded 
to the point where it became neces- 
sary to have demonstrations and 
show rooms so it took the building at 
251-53 Pearl St., and 15-17 Court 
St., which was remodeled at the ex- 
pense of some $22,000. 

Owing to the rapid changes in 
merchandising methods, it was found 
advisable in 1927 to discontinue the 


| retail department and go to whole- 


sale only, this step leading to the 


Mr. Sackett has associated with 
him in his business, his only son, 
Russell P. Sackett, in the capacity of 
treasurer and in charge of purchases. 

During his college life Mr. Sackett 
had chosen as his profession that of 
a practicing surgeon and elected all 
his courses in college to that end, 
only to find on graduation that due to 


ill health he required out-of-door 
| activity, so he was forced to give up 


his chosen profession and take up 
some form of mechanical pursuit 


| which landed him in the electrical 
| business. 


During his college career he was 


| very active in athletics, playing on 
| the freshman and sophomore base- 
| ball team and made the Varsity when 


he was taken sick. 
Mr. Sackett is a great lover of out- 


| door activities and is very active in 


out-door sports. He spends much 


| time during the summer at his sum- 
| mer home on an island he owns in 


Saranac Lake in the Adirondacks, 
playing golf and enjoying motor- 


| boating. 





DA 


New 


York 








Always a 
Better and Faster Way 
with 


Wiring Devices 


A complete line. Con- 
stantly improved. From 
one reliable source. With 
a background of 40 years 
experience. 


Designed for quick and 
easy installation, and 
priced to sell at a profit 
for you. 
Write for a copy of 
our Complete 
Catalog. 


Lit, “i Ly) 


HEEL MENATESN 
ALL FESNTE 





é SEYMOUR 


Division J 
SOLVAY STATION, SYRACUSE, N. Y. 


Philadelphia Chicago 


R oiine. 


San Francisco 











P;:S 


MODERN DESIGNS 
QUALITY --STYLE 
DEPENDABILITY 
COLOR 


A complete line with a 
device suitable for every 
lighting requirement. 

Each unit, either in white 
or in color, has a lustrous 
permanent finish. The 
finish will not wear off 


or fade. 


More complete informa- one 


tion will be gladly sup- 
plied upon request. 


“Those who know the 
facts insist on 


ALABAX.” 


Vv 











P:8 


SS & SEYMOUR, Inc 


Division J 
SOLVAY STATION, SYRACUSE, N. Y. 


Philadelphia Chicago San Francisco 
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“AT THE OLD HOMESTEAD” 


On the Following Pages is Presented an Exhibit 
of Electrical Products Arranged for the Twenty- 
Second Annual Convention of the National 
Electrical Wholesalers Association at the 
Homestead Hotel, Hot Springs, Va., 
May 26 to 30, 1930. 
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The Story of 


these Successful Contractors 


Builds Better Business 
Among Your Customers 





To teach better business methods to your customers is the objec- 
tive of Cutler-Hammer Advertising . . . an objective chosen 
with the conviction that such advertising will do you the most 


good. 


People like to read about other people . . . especially successful 
ones. That is why Cutler-Hammer requests successful contrac- 
tors to explain the policies which build business and holds busi- 
ness for them. These contractors give added and unasked service 
on every installation—by seeing that wiring plans are complete— 
by offering advice—in short, by giving the builder more than he 
asks or expects. In addition to selling more goods, these con- 
tractors build good will—strengthen their chances for future 
business. 


Such advice, given to your customers by their fellow contractors, 
widens the market for wiring devices, makes your territory a more 
profitable one for wiring device sales. 


When you offer your customer the Cutler-Hammer Line of Wir- 
ing Devices, you are offering him a line of unquestioned quality— 
a complete line containing a device for every need—a line backed 
by a company which invests its advertising expenditure to assist 
your present customer to become a better one for you. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 
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Mr. Benj. Olsen, Pres. of Henry 
Newgard & Co., prominent Chi- 
cago contractors, says “We often 
work months on _ problems 
which are far away from the old 
idea of the contractor's work. We 
find this extra service pays. We 
have one customer whose work 
we have handled since we started 
in business in 1882 and several 



























\ for 40 years or more.” 


















Mr. S. C. Sachs, President of 
S. C. Sachs, Inc., St. Louis, Mo., 
says, “We see in every installa- 
tion effectively and economically 
made, an opportunity to build 
future business by giving our 
customers every benefit of our 
experience. We place first im- 
portance upon having every de- 
tail of wiring plans correct, com- 
plete and modern, using every 
job as an opportunity to prove 
ourselves to our friends and 
clients, particularly when some 






















Mr. Clyde L. Chamblin, President 
of the California Electrical Con- 
struction Co., one of the most pop- 
ular and aggressive electrical con- 
tractors on the Pacific coast says, 
“Our experience has proven that 
architects and owners are leaning 
on us more every day. Nearly 
every job comes to us in an un- 
finished state. We always confer 
with the architect or owner before 
starting the job, giving him our 
ideas of a modern installation and 
then proceed to do the job just a 
little better than he expected. 





unusual problem is involved.” 


Mr. Herman Andrae, President 
(seated) and Mr. George Andrae, 
General Manager of Herman Andrae 
Electrical Co., Milwaukee, Wis. “*Giv- 
ing extra, unasked for, unexpected 
help—builds business,” says Mr. Her- 
man Andrae. “We find one of the 


| The first four of the 1930 series of C-H advertisements featured 
| these prominent contractors. This advertising appears regularly in 
Electrical Contracting and Electrical Record. 


CUTLER HAMMER 


MODERN WIRING 























That’s why we get all the work 
from some of our customers.” 





chief factors in building our business 
has been to study in advance the 
needs of our customers. Then we 
can recommend intelligently the kind 
of installation we know will give efh- 
cient performance and customer satis’ 
faction.” 








NECESSITIES 
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+ nmin 
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ONFIDENCE is a vital requisite in selling. Buyers are 

professionally suspicious—it is sound business sense. The 

line you handle plus your own personal ability ... go hand 
in hand in breaking through their suspicion and winning their 
friendly confidence. 

The right line of Safety Switches is one which has already been 
introduced to your prospects; it puts you several interviews ahead 
and transfers the buyer’s confidence in the Line to you. 

The Cutler-Hammer Line of Safety Switches includes a switch 
for every class of duty: Mill Duty, Industrial, Standard, and General 
Meter Service Duty. Many sales features in this line are exclusive. 
They are advantages every prospect appreciates . . . sales features 
that give new life to “the old story”. 

Moreover, the entire C-H Line is well supported by a strong 
advertising campaign in the important magazines to every man 
who is a prospect. The advantages of the C-H Line and its adver- 
tising reduce sales resistance, lessen the time needed for the sale, 
bring a higher percentage of sales per call... and actually increase 
the number of men to whom you can sell. Backed by Cutler- 
Hammer’s reputation for high quality and advanced design, this 
line has built an exceptional amount of confidence for itself. It will 
do the same for you. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electric Control Apparatus 
1308 St. Paul Avenue 
MILWAUKEE - WISCONSIN 


CUTLER HAMMER _ 


High Quality Safety Switches for Every Service 
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Advantages of C-H “Standard 
Duty” Type C Switch 
(Bulletin 4131) 


Quick make and quick break | 
prevents burning of contacts, 
gives far longer life. Molded © 
crack-proof base. Rugged, care 
ful construction. Small case yet 
easy to wire. Removable handle | 
to prevent tampering. Six sizes, | 
from 30 to 400 amps., 250 to 
600 volts. 


















Advantages of C-H General 
Duty Entrance Switch 
(Bulletin 4141) 


Type C design and construc- 
tion. Smaller in size, ample 
wiring space. Smaller switch 
bases. Quick break to reduce 
arcing and prolong life. Plug 
fuse or cartridge fuse type. 21 
sizes, from 30 to 100 amperes, 
125 and 250 volts. Solid neu- 
tral, 2 or 3 wire. Low price. 





Advantages of C-H Universal Meter Service Switches 
(Bulletin 4311-H1) 

First standard device offering economical provision 
for branch circuits. Compact switchblock combines en- 
closed sealed main fuse and exposed accessible branch 
fuses in one unit. One or two blade types for two or three 
wire installations. Circuit dead fuse type. Connections 


conveniently located. 









































60 THE JOBBER’S{AJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Each year brings wider acceptance and growing sales vol- 
ume .... ECONOMY RENEWABLE FUSES are manu- 
factured by the pioneers in the development of this type of 
fuse .... The electrical industry adopted them long ago and 
the Underwriters’ Laboratories lists them as Standard. That 
same pioneering leadership is maintained today. Continued 


acceptance is assured through nation-wide distribution and 





an unimpeachable record of satisfactory performance. 
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More ECONOMY and CLEARSITE FUSES are sold 
annually than several other trade brands combined. .... 
They cost no more and their worth is steadily increased. 
...+ Right now when you want steady and profitable 
repeat business it will pay you to stick by a known 
leader---a product always in demand with sales resist- 
ance reduced to a minimum... . The true test of a pro- 
duct comes at times of business stress. Jobbers and their 


salesmen who remain loyal to ECONOMY FUSES 


always will enjoy profitable year ‘round business. 


ECONOMY FUSE & MANUFACTURING CO. 
CHICAGO, ILLINOIS =~ 3 2 & 2 8 oF? 2 U. S. A. 









CLEARSITE 


WITH THe FAMOUS DROP “OUT UNK 
Fas FUSES 

















CLEARSITE 
PLUG FUSES 
Far 


125 VOLTS AMP 
45 
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Aust New 





SPECIFICATIONS 


Sections made of one piece Bakelite. 


All current carrying parts riveted to or 
The New (3) Leader Type LNTP moulded into the back of section. No 
metal on the front of sections. 
ITH all the basic features of the original @ sectional type construc- Creel chiidl tin i ele te 
tion retained, this new type & Panelboard includesa newly designed Front is 2034 inches. 
one piece, moulded section made of Bakelite composition, an improved Minimum gutter space 4 inches. 
arrangement of bus bar connection and other very practical features. It Switch frame moulded into section. Switch 
is narrow and light in weight— making it easier to handle and install, yet bridge member fs of Saheliee. 
all of the dependable sturdiness is there to make this panelboard, like 
other & types, last as long as the building in which it is installed. The @ Sineeidhcndiiatiaiieediaaiiiini ea 
Leader Type LNTP Panelboards are safety type under every condition. cinnin 0th meena wr ani seen, 





Bus bars mounted on edge and have clamp 
type connection to section. 
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Ret 





pare 


: : UPPLEMENTING the progressive @& line of 


y y Panelboards comes this new addition, the 
y % @ Leader Type LNTP. Knowing as you do 
the reputation for design and construction gained by 
@ during their history, this is news of first importance 
to jobbers salesmen everywhere. It is part of the values 
you sell in @. 

Of all makers of panelboards @& brings out first, the 
most modern of practical innovations, standardizing 
each one to become part of the now famous @ line. 

Having originated the sectional type, now univer- 
sally accepted, @ considers changing needs and fills 
them, bettering each wiring job where & Panelboards 
are used and demonstrating the foundation on which 
the @ claims to leadership are based. 


Get behind @ and sell. You know volume sales are 
built on selling “key” products and the @ Paneiboard 
order usually brings all the staples on the order with it. 
The @ man will help you — ask the nearest one to you 
about it. Get the new bulletin No. 50 on the @ Leader 
Type LNTP and General Catalog No. 45. 


ELECTRIC COMPANY 





ST. LOUIS 
CINCINNATI, OHIO Kansas City, Mo. New York SAN FRANCISCO, CALIF, VANCOUVER, CAN 
E. Schurig, Robert Baker, Fred Kra Lee Van Atta, Amalgamated Elec 
44 East Third St. 19 E. 14th St. 182 North Tith St 340 Fremont St. Co., Lt a 
Brooklyn Granville 
T Los ANGELES, CALIF. ” — 
-~< *% Wabeheld E. Zins meyer. Omana, NEBR. oe oo Co 
a t. 3. ‘lemi } opolitan Cc. ee 
1814 Allen Bldg. ediry 4 2914 First Ave., S. 
Couto. a TENN. 
Hibbard Inc. Rutledge, PHILADELPHIA, Pa. Tutsa, OKLA. 
Alex. bey y 203 Monroe Ave. waa a be wr 4 St. P. E. Ebersole, HAMILTO 
MINNEAPOLIS, seen. er 214 S. Victor St. 
Detroit, Mica. Leo. H. Coo PitTsBuRGH, Pa. T To, CAN 
eas Wiens 422 Builders’ Ex. Bldg. B. Frank Perry, Inc. yp rsonr edna Elec 57 Jo din St, N. 
ieee New OrEAns, La. 319 Third Ave. Co., Ltd. ava MonTREAL, CAN 
Jagepoeres: LE, Fla. W. J. Keller, Str. Louts, Mo. Gen. Sales Office, or. alge amated Elec 
F. Knoeppel, 203 Natchez Bldg. O. H. Rottman 370 Pape Ave., Ltd 





line 





WINNIPEG 
Amalgamated Elec. 
» Ltd 


o., Lte 
677 Notre Dame Ave. 


Amalgain. ate nd Elec 
Co., Ltd. 





Magazine& NatchezSts. 3650 Windsor Place 11 Charlotte St. 1000 Mo 








64 THE JOBBER’SfA)SALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
SAVE: »~SAV- "yg LAMP 


GAIN SAVE LAMPS step to the front, factors in the 
lamp field. 








With the announcement of the organization of Save Elec- 

tric Products, Inc., comes the news of the return to the 
incandescent lamp world of Save Lamp Company and the incor- 
poration of Save Sales Company, both of Toledo, Ohio. 


Save Electric Products, Inc., represents the consolidation of a 
group of companies, long successfully engaged in the manufacture 
and handling of the essential parts of incandescent lamps, radio 
tubes and Neon. 


This consolidation brings under one management some well known 
companies, among which are: 


C. H. Quackenbush Company 


Since 1920, makers of the most perfect lead-in 
wires and welds in the world. Production is being 
increased by the addition of new and speedier 
electric welding machines, built in the plant of the 
company, to supply the full demand of the leading 


lamp and radio tube manufacturers in this country. 


2S A\V-F> Lead-in Wires and Welds 


Neon Art Company 
Neon Electrodes and Signs 


L AM p S This company has perfected and now manufactures 


the most efficient and economic type of Neon elec- 

trode. It also designs and builds complete Neon 

THE SAVE SALES CO. signs and advertising installations. The Neon Art 

ee electrode, which this company originated and pat- 

TOLEDO OHIO ented, is also used for replacement purposes in all 
other types of Neon signs. 
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1 Agar Greer You! 


Save Lamp Company 
Incandescent Lamps 








Salient Points 


Equipped with the latest type of lamp making ma- of 

~~ and re ” = year and de- Save Lamp 
pendable supply of material from a companies, . 

Save Lamp Co. re-enters the lamp trade. From Sales Policy 
the essential parts thus supplied, SAVE LAMPS exo 

are produced. Under these economic conditions, ; mes 
Save Lamp Co. enjoys a relatively advantageous Exclusive Territories 


position, equal to that held only by a few lamp 
manufacturers of the world and certain to re- 
sult in an even greater success than that attained 
by the former company of the same name. This 
company was the originator of the inside frosted 


Unlimited Sales 
Possibilities 


Jobber Protection 


bulb. : 
In burning power and light efficiency, SAVE Dealer Protection 
LAMPS more than meet standard requirements. Dependable 
Production 
Save Sales Company Cite 
ae at te uality 
Sales Division ti ee 
The Save Sales Co. will control the sales and dis- 
tribution of SAVE LAMPS. Save Sales Co. is not Jobber Sales Helps 
a sales agency dependent upon a term contract. It Dealer Sales Helps 


is a full unit of the consolidated corporation, Save 
Electric Products, Inc. 











SAVE LAMPS are distributed solely through the Save Sales Co., on a 
well defined wholesale jobbers’ policy. 





At no time has so liberal a policy been offered the Electric Supply Whole- 
salers, the fulfillment of which makes possible marked opportunities for 
increased profits, giving a proper adjustment of sales costs in proportion to 
volume turnover. 


For specific information, write to 
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Boostinc SALES by 


aaa the daily rounds 
and inquiring as to whether 
anything is needed may get you 
some orders for small staple 
items. But your sales manager is 
more concerned with selling the 
large-profit items. You can 
readily realize that you can make 




















A GOOD SALES OPENER 


The new ferrule type Union Re- 
newable Fuse gives you something 
to talk about ... as a sales opener. 
Users who have seen this fuse declare 
it to be the simplest, most practical 
and easiest to renew of all ferrule 
type fuses. It has but three parts... 
two end caps and casing... besides 
the link. No loose washers or end 
plugs to drop out or lose. Venting is 
through end caps... not the threads. 
Links are supplied bent atoneend... 
automatic length adjustment and 
perfect fit... are rounded at ends for 
quick insertion. Read up on these 
and other features of this new fuse 
and carry a sample for demonstra- 
tion. Sales and good margin profits 
will be your reward. 









Gem Plug Fuses 


The element visible 
through the large —_ 
ing makes it possible to 
see at a glance whether 
the fuse is blown. A 
steady seller anda 
good fill-in. 


lines. 


ALWAYS A GOOD SELLER 


The knife-blade type Union Re- 
newable Fuse continues to gain in 
popularity because of its features of 
superiority which insure easier, 
quicker renewals and lower yearly 
fuse costs. A demonstration of the 
ease and simplicity of renewing the 
link when a fuse blows, a few words 
about the exclusive method of vent- 
ing through the fibre, and the rug- 
ged construction will get many new 
customers for you. It’s a good fol- 
low-up after the new ferrule type 
fuse and brings a good margin of 
profit. Your biggest and best market 
is the industrial field. Work it hard. 


UNION FUSES 


FERRULE TYPE 


KNIFE-BLADE 


UNION - GEM 











more money for your house and 
for yourself by spending your 
time selling the more profitable 


Union-Gem-Jefferson prod- 
ucts always have been good 
margin items... products with 
a wide reputation and ready 
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USHING Prorit ITEMS 


acceptance throughout the elec- 
trical field. Their exclusive 
features of design and construc- 
tion save time and money for 
users. Salesmen who explain 
these advantages and use Union- 
Gem-Jefferson products as a 
sales opener strike a high aver- 


age of sales .. . in addition to 
their usual run of business. Here 
are some of the good-margin 
profit items to read up on... 
and push. Catalog No. 34 on 
request... The Jefferson Electric 
Company, 1519 W. 15th Street, 
Chicago, IIl. 

















RINGING UP PROFITS 


The Jefferson Nucode Trans- 
former is easy to sell. It appeals to 
contractors because its use saves 
time, labor and material. The trans- 
former and drop light are quickly 
installed on one box... saving con- 
duit, one box, and the time for in- 
stalling extras. The Nucode fits 
round, square or octagon outlet 
boxes ... eliminating the necessity 
of carrying various sizes in stock. 
Nucode is designed for economical 
operation of bells, buzzers, door 
Openers and annunciators in resi- 
dences and small flat buildings and 
is listed as standard by the Under- 
writers’ Laboratories. 









The Jefferson line of 
bell-ringing and signal 
transformers is de- 
signed to meet every 
requirement from the 


single door bell tbe to 


the complicated bell 
and signal system of 
large buildings and in- 
dustrial plants. 





WELL ACQUAINTED 


Jefferson Universal Toy Trans- 
formers are known everywhere for 
safety and durability. Their rugged 
construction and performance 
assures safety and long service in the 
hands of children... satisfaction to 
the toy buyer and profit to the dealer. 
There is a Jefferson Transformer for 
every electrical train and toy motor. 
The universal feature makes it possi- 
ble for one transformer to operate 
more than one make of train... thus 
reducing the quantity of stock 
necessary for the dealer to carry. 
Yet he can supply every transformer 
demand whether it is for a new train 
outfit or as a replacement . . . and 
realize quick-turnover on his small 
investment. 


JEFFERSON 


BELL TRANSFORMERS 


JEFFERSON 


TOY TRANSFORMERS 
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An Entirely New 


with 
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The Jay-Kay box— Cate- 

log No. JK-4-O— is 4” 

octagon, 114” deep — has 

five 14” knockouts in the bot- 

tom, two 44” knockouts in the 
sides and two Jay-Kay clamps on 
the outside. Other A-S-E outlet boxes 
and switch boxes will soon be avail- 
able with Jay-Kay outside clamps. 



























































1—Note how easy it is to remove 2—The clamp engages in the con- 3—Tightening one screw securely 4—Peep holes enable the inspec- 
the K.Os. with a pair of pliers. volutions of the cable and holds it locks either one or both cables— tor easily tolocate the ABC 
securely. whichever number is used. bushing. 








FREE SAMPLE 


Please send me a free sample of the new Jay-Kay Outlet Box —Catalog 
Number JK-4-0. 

















Cutout boxes, cabinets, pull ui 
boxes, etc., are included in the A-S-E fuse cabs are supplied in 
complete A-S-E box line. sizes ranging from 2 to 24 circuits, 











June, 1930 


THE JOBBER’S[AJSALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Outlet Box ... 





Jay-Kay Clamps Outside 


This new A-S-E Outlet Box is different from anything else on the 
market. 

The two Jay-Kay outside clamps accommodate four leads of 
cable—eliminating entirely the time and cost of installing connectors. 


And because the clamps are placed on the outside of 
Me «the box—there is more room for wiring and splicing. 






As shown in the small drawing beneath the box, each 
clamp is fitted with two knockouts, which are easily removed 
with a pair of pliers. 


When the required number of cables have been slipped 
into place, they are securely fastened by turning one screw 
on each clamp. (These screws are staked to prevent their 
removal. They cannot be lost.) 





In addition, each Jay-Kay clamp is fitted with peep holes for 
locating the ABC bushing. 


A special shoulder on the clamp completely closes the bushed 
holes when not in use. 


And the clamps are so securely riveted that to all practical pur- 
poses, they are a part of the box. 


Each box is fitted with five 14”’ knockouts in the bottom and 
two in the sides. 


Send the coupon for a free sample. No obligation. 


ALL-STEEL-EQUIP COMPANY 


INCORPORATED 


334 John Street - = - AURORA, ILLINOIS 

























Other A-S-E 


Outlet Boxes 
and SWITCH BOXES 





No. 541514 
4” Oct. Outlet Box 









visa 


No. 52151SP 
4” Square Outlet Box 


No. 58361 
Handy Box 


BX Switch Box— 
ABC Clamps 


e 


Loom Switch Box 
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Through Jobbers 


TRICO Renewable Fuses 
They’re “Powder Packed” 


For 13 years it was proved time and again—by tests, by comparison, 
through efficient performance—that the principle of the powder-packed 
renewal element is correct. Copper-to-copper contacts is another ex- 
clusive feature. They are not only dependable, but they render a 
greater measure of service than the average renewable fuse. And 
they cost no more than other makes of renewable fuses. 


KANTARK Non-Renewable Fuses 


Same as above except that they do not have the renewable feature. 


COLORTOP Plug Fuses 


This comparatively new TRICO product has multiplied sales for the 
jobber. COLORTOP plug fuses “went over” rapidly all over the 
country right from the start, and they will continue as ready sellers 
because of the exclusive colored top idea. The capacity of this fuse 
is known instantly by its color. Six distinct colors. 


TRICO Fuse Pullers 


The tool which makes fuse pulling absolutely safe. Genuine horn 
fibre. 4 sizes. Every fuse box and switch board should have at least 
one. That's enough reason for making it a steady seller. 


And Look Here! 


Something New! Just Out! 


Get in on the ground floor with this brand new TRICO creation 
that electricians and engineers have been waiting for— 


The KLIPLOK 


Clamp for Fuse Clips 
“Locks Like a Vise” 


IT“ [74 Get complete information and illustrated 
QUICK! 


folder from us. 
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Since 1917 





TRICO jobbers appreciate not only the close cooperation and strict pro- 
tection of the TRICO POLICY, but they have a high regard for the finan- 
cial stability of the Trico Fuse Mfg. Co. 


Thirteen years of experience and pioneering have made TRICO the out- 
standing renewable fuse. Its reliability and dependability have been im- 
portant factors in the growth of the company and the increasing sales 
for the jobber. 


The principle built into TRICO Renewable Fuses is fundamentally correct. 
Every test proves that! Every satisfied user attests to that. 


The TRICO Renewable Fuse is a link in the chain of good will builders 
with which the jobber binds himself to the consumer. Excellence of per- 
formance, its exclusive powder-packed feature, and other important fac’ 
tors, have earned for TRICO an enviable reputation, and a ready market 
for the jobber. 





All of the above points reflect favorably in the profit scheme of the jobber 
and his salesmen. 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 
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IVANHOE 


LIGHTING EQUIPMENT 


and the co-operation 


that counts 


P... never in the history of business has 


any manufacturer received more complete and whole-hearted co-operation from 
jobber’s salesmen than that which Ivanhoe now enjoys. We appreciate it beyond 


mere words. We believe that this co-operation is founded upon four facts of 





mutual interest: 


i The completeness and quality of the Ivanhoe 
line; its adaptability, flexibility, versatility, 
and salability. 








June, 19380 THE JOBBER’SA)SALESMAN 73 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








i ome 





2 The fixed Ivanhoe policy of selling exclusively 
through jobbers ated protecting the jobber 


always. 


ee The fact that there is good volume to be 


built and good profit to be had from selling 
Ivanhoe Lighting Equipment. 


Industrial 


The Ivanhoe organization is tuned and trained 
to give fullest co-operation to jobber’s sales- 
men everywhere; and the entire resources 
and experience of the Ivanhoe organization 


are at your service. 


This mutual co-operation has resulted in increased 


sales of Ivanhoe material. The new lines have been 





; 

x 
; 
R 
t 

§ 
Fe 
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received with great 
enthusiasm. Commercial 


Our policy of consistent advertising is building up a 
general confidence and wide appreciation of the fact 
that the name “Ivanhoe” stands for scientifically cor- 
rect lighting equipment for every purpose; manufactured 
and sold on a quality basis. 


Your interest is Ivanhoe’s interest and you will find 





us always ready to supply you with the most recent 


Residential data and information. 


at your service - always 


IVANHOE DIVISION OF THE MILLER COMPANY, 5716 EUCLID AVENUE, CLEVELAND, OHIO 
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Bull Dog SAFtoFUSE 














Be TRRRPS sees b deeeeine 





ee 3 is . a — = mssithaiine —_e 


Milwaukee County Hospital, Milwaukee, Wis Merchandise Mart, Chicago 
Van Ryn ~ DeCelicke, Archts. Graham, Anderson, Probst & White, Archts. 

















Campanile Apartments, Buffalo, N. Y. 
B. Frank Kelly, Archt. 





é 


At 
PANEL — Unit Construction— 
Convertible, Interchangeable. 
The SAFtoFUSE is a & 


: tusible switch. 


- 


soe 


Fisher Building City Hall, Atlanta, Ga. 
Detroit, Mich. H. J. C. Pearson, Archt. 
Albert Kahn, Archt. 
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FEEDER PANELS 


and Unit-Versal Lighting Panels 
Have Blazed the Way 


to Bigger Profits for 
THE ELECTRICAL JOBBER 


Ever since the founding of the Bull Dog Electric Products Company 





28 years ago, Electrical Jobbers in increasing numbers have profited 
by affiliation with Bull Dog. For Bull Dog has built up a tradition 
of ability to meet the electrical demands of modern industry. Because 
so many people wanted and asked for Bull Dog Products, Jobbers 
have enjoyed the success which always accompanies the handling of 


a preferred product. 


In 1930 and succeeding years, the Bull Dog Electric Products Co. 
expects to devote even greater expenditures and effort to the perfec- 
tion and promotion of Bull Dog Electric Controls. That is why we 
can so confidently predict that the jobber who handles Bull Dog Elec- 


tric Products this year will make even greater profits than ever before. 





BULL DOG ELECTRIC PRODUCTS CO. 


Detroit 






Michigan 





ELECTRIC CONTROLS 


SAFETY SWITCHES—FUSENTERS—SAFtoFUSE PANELBOARDS—SWITCHBOARDS 
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THE NEW 


Easily Applied Fiber Collar 
Comes Only with Parantte 





INDIANA RUBBER AND INSULATED WIRE CO. 


| PRESENTING a complete 
line of Armored Cables, Paranite 
brings to the trade not only Armored 
Cables of traditional Paranite quality, 
but an added convenience and time- 
saver in the newly developed Paranite 
Fiber Collar. (Patent applied for.) 
The Paranite Fiber Collar supplied 
with all Paranite Armored Cables is 
simple in construction, and provides 
positive protection for conductors and 
paper where they emerge from the 
conduit. Because of its simplicity, it 
can be applied with ease and certainty 
in a remarkably short time. 
Another feature of Paranite Armored 
Cables is the new paper-impregnating 
compound employed in its manufac- 


The PARANITE Fiber Collar 
(Patent Applied For) 
Approved by Underwriters Laboratories 


ture. This compound is so resistant to 
the effect of outside elements that it 
affords permanent assurance against 
unraveling of the paper, and gives 
added proof against moisture. 

The complete line of Paranite Ar- 
mored Cables, Flexible Steel Conduit, 
Armored Leaded Cables and Armored 
Lamp Cords are now available to the 
trade. An inquiry addressed to the fac- 
tory will bring you full information. 


PARANITE 


“If It’s PARANITE, It’s Right” 


INSULATED WIRES and CABLES 





a JONESBORO, INDIANA 
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COVERED 
WITH 





‘TRUMBULL 
cA Complete Line 


—SWITCHES 
—PANELBOARDS 
—FLEX-A-POWER 
—DEVICES 


Exactly what your contractors 
want ... . nothing forgotten or 
omitted. The most complete line 
of industrial switches on the mar- 
ket and so easy for jobbers and 
their salesmen to sell because of 
their accuracy and durability . . . 
Trumbull Panel and Switchboards 
predominate in hundreds of the 
largest buildings of the country 
and remain the choice of contrac- 
tors because of their easy wiring 
features . . . . FLEX-A-POWER, 
“the convenience outlet for power 
in industry” appeals to every in- 
dustrial plant man — tomorrow’s 
way, available today. Familiarize 
yourself with the entire Trumbull 
line. Write for Catalog No. 14. 


cTRICcMFc.COMPANY 


° Conn. NEW YORK 


5G Be By. 


BOSTON 

1002 Statler Bidg. BRANCH PANELBO. DARD FACTORY AT 803 Lincoln Bidg. 
SAN FRANCISCO 

432 Fourth St. ow —e CHICAGO 
PHILADELPHIA L ELE’ ; g, WASH. 2001 W. Pershing Rd. 


DETROIT BRANCH 
415 Brainard St. 


511-519 N. Broad St. 


A GENERAL ELECTRIC @ ORGANIZATION 
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The only Motor-Driven- 
BRUSH CLEANER 
with a motor built to 
industrial specifications. 





Its rugged construction 
eliminates repair risks. 
Its super suction makes 
the use of sanitizing and 
cleaning accessories 
practical. s 2 » ® 


‘BIG PROFIT PER SINGLE S 











_ MOTOR- DRIVEN-BRUSH 
CLEANER AND SANITIZER | 








What feature sells electric cleaners for dealers? 


MOTOR-DRIVEN-BRUSH ACTION! 


What enables house-to-house crews to sell cleaners 
at from $75.00 to $85.00 against dealer competi- 
tion?—Equipment which Sanitizes, Repels Moths, 
Deodorizes and provides for easier ‘‘off-the-floor”’ 
and Auto Cleaning! 


Now DEALERS can offer complete SANITIZING plus Motor- 
Driven-Brush action and convenient Auto Cleaning at 
about half the price of any other Sanitizing System! 


The new CLEMENTS Motor-Driven-Brush Cleaner, alone, 
sells at only $39.50. Accessories at $8.00 additional 
include not only all cleaning parts commonly given but also 
Sanitizing Compound, exclusive Sanade Compound Dis- 
penser—and Carrier Handle. The Carrier Handle and the 
convenient cleaning accessories make it possible to apply 
the full power of a standard size cleaner to every ‘‘off- 
the-floor’’ cleaning task. 


Only by merchandising exclusively through regular 
dealer-jobber channels can CLEMENTS offer such port- 
ability, sanitizing and Motor-Brush action at this rock 
bottom price. And never before have you been able 
to offer such equipment to your dealers. 


Think what this amazing combination makes possible 
for your dealers. It enables them to bring into their stores 
business which is now going to house-to-house crews. 
lt permits them to sell in volume right from their floors 
an item on which there is a mighty nice profit per single 
sale! With this equipment dealers can now meet house- 
to-house competition by offering—at about half the 
price—everything which expensive machines give. They 
can defeat all competition by giving Motor-Driven-Brush 
action which no other Sanitizing System provides. 


Let us give you full details about our plan which will 
help you get this interesting story before your dealers— 
quickly! We can show you amazing sales opportunities 
opened up by this new combination. Write for full details. 


CLEMENTS MFG. CO. 


625 FULTON STREET, CHICAGO 





ALE! 







ANITIZING 
ACCESSORIES 























































Sanitizing and Cleaning 
Accessories—at the price of 
Cleaning attachments—alone! 
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Domestic 
Range for 
Fvery... 

TT MY oT lt 
Purpose.. 


ELE 











L@H 
Electrics 
Appliances 
Include: 


Waffle Irons 
Toasters 
Table Stoves 
Curling Irons 
Heating Pads 
Flatirons 
Heaters 

Hot Plates 
Urn Heaters 


Air Heaters 


L@H Electrics 
Water Heaters 

Storage Side Arm 

Duplex Types 
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It shows when it blows 


If it’s a Kirkman Fuse your cus- 
tomers know just when it blows. 
Link is made of an alloy that clouds 
the mica when it blows, showing 
immediately which fuse needs re- 
placing. 


Sell Kirkman 


Protection 


Sell a line of fuses, that for eighteen 
years has been known by electrical 
men everywhere for its high quality 
and reliable protection. . . . . The 
K-E Line—Fuse Plugs, Enclosed 
Fuses, Automobile Fuses, Link Fuses 
and Special Fuses . .. . all funda- 
mentally correct in design and of 
highest grade material and uniformly 
e Ox reliable. Line up now with the K-E 





‘dei Profit Makers. Write us at once! 
gg Peon KIRKMAN ENGINEERING 
is to sell one. CORPORATION 














_ 1 Dominick St. New York, N. Y. 


RIKMAN 







FUSES $$ 
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BURGESS 
T 


359% 


More National Advertising to 
Help You Sell These Products 


HIS merchandise is being featured in a strong and force- 

























ful advertising campaign that will help you to make more 
sales to both new and old customers. Publications carrying 
the advertising include national media, national and state 
farm magazines, boys’ and scientific publications. 


Supplementing the national advertising is a complete 
assortment of counter and window displays and consumer 
folders. Proper use of this material will help you to realize 
the full sales-creating benefit of the national advertising. 





Write us direct for your Burgess display material—get 
it up and get it working for you. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 
NEW YORK CHICAGO SAN FRANCISCO 


IN CANADA: 
NIAGARA FALLS AND WINNIPEG 


Pl r ull 
si é 


SNAPLITES, 
FLASHLIGHTS 
& BATTERIES 
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THE CHOICE OF 
DISCRIMINATING 



















JOBBER 
COOPERATION 


RUBBER COVERED WIRES AND CA- 
BLES ... RUBBER AND LEAD EN- 
CASED WIRE AND CABLES .. . . 
STEEL TAPED PARKWAY CABLES 
. . . LAMP CORDS... “OK” AR- 
MORED BUSHED CABLE .. . FLEX- 
IBLE METALLIC CONDUIT ... 
SPECIAL VOLTAGE WIRES AND 
CABLES ... SPECIFICATION WIRES 
AND CABLES .. . COTTON AND 
RAYON FLEXIBLE CORDS. 

All highest quality, backed by a reputation of 25 


years of progress. Complete stocks always ready 
for shipment. 








ae rer as 


June, 1980 THE JOBBER’S[JJSALESMAN 83 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


i COMPETITION ... OR QUALITY 
COMPETITION ... BARTON 
WASHERS MEET ALL 
COMERS » » » » » » » 


Why this 
is possible 


_ common belief that a low priced 
washer must be built “cheap” is dis- 
proved by the Barton Model C. To under- 
stand how it is possible for this machine to 
retail at less than $100 and still be as good 
a washer as can be built at any price one 
must examine the machine and the organ- 
ization behind it. 


The Barton has been simplified to the 
limit. No unnecessary parts eat up costs. 
Consequently every remaining part can be 
made as good as the best. 


In factory overhead . .. in selling costs... 
the same policy has been followed of elimi- 
nating every expense which does not more 
than earn its way. Barton concentrates on 
low price and high quality as the two things 
which move washers. 

The Barton Model C offers a choice of 

enamel or copper tubs... . has the simplest, THE MODEL C 
strongest transmission ever designed .. . Beauty of design and finish are 
ball or bronze bushed bearings as required pect atten a Per ol lah 
... all machine cut gears ... aluminum lid less than $100.00. 
... Lovell Wringers ... large, non-tangling 
submerged type agitator . . . and beauty of 
design and finish far above expectations in 
such a low priced machine. 

The Barton Master incorporates refine- 
ments demanded by the discriminating 
market . . . double tub... a little more 
beauty to most eyes . . . but the general 
quality can’t be better than the Model C. 
Both can be supplied with Barton Ironers 
interchangeable with wringers and the 
Model C with a gasoline motor instead of 
electric if desired at $139.75. 


Barton Washers are sold exclusively 
through wholesalers. Interested whole- 
salers should write direct for details. 

















P 
THE sae oie THE MASTER 
You will seldom find as beautiful 
WISCONSIN a washer as the Barton Master— 


in design, finish and construction. 
It offers dealers more in er 
ance, price and profits than any 
washer made. Compare it! 








(A-1353) 
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YOU CAN'T BEAT 


FACTS 


...here are three 
that help you sell 


Let your mer te a 3 
watch on any set equip with {| 

Arcturus Blue Tubes. No j y 
question about QUICK f 
ACTION ... the program is 
there in 7 seconds! 





























Let your customers listen to the 
CLEAR TONE that is charac- 
teristic of Arcturus Tubes. 
There’s nohum,no background 
noise to mar any program. 







Put an Arcturus Tube in your 
meter. See how it withstands 
overloads. This kind of stamina 
has given Arcturus Tubes the 
world’s record for LONG LIFE. 














RCTURUS BLUE TUBES sell 

easily because you can quickly 
demonstrate their superiority to the 
most critical buyer. 

And the same self-evident superi- 
ority that sells Arcturus Tubes keeps 
Arcturus buyers sold. Thousands of 
dealers know that Arcturus quality 
improves set operation and cuts 
service calls to the minimum. 

S If you want to sell a tube whose 
ee the . 

ARCTURUS popularity rests on performance 

Exhibit at the facts instead of reputation, get 


son a started now with Arcturus. 


A-11 and 12. ARCTURUS RADIO TUBE CO., Newark, N. j. 


RU$ 


TUBES for every RADIO 
ACT . IN- 7 - SECONDS 
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A COMBINATION FLOODLIGHTING PRO- 
JECTOR AND DIFFUSING REFLECTOR 





The New Benjamin 
DUO-SERVICE 


Floodlight 








Meets the Following 
Requirements: 


Uniform general illumination of a ground 

a area, with the simultaneous floodlighting 
of a vertical surface within or close to the 
ground area. 


s Uniform general illumination of a ground 
area, while at the same time floodlighting 
to a higher intensity an areaor horizontal 
surface within or close to the area of general 
illumination. 





Area between dotted lines, high intensity illumination from Projector beam. 
Ground area illumination is provided by Diffusing Reflector. 
‘6 Uniform general illumination of a ground 
$B area while at the same time floodlighting a 
horizontal surface at some distance fromthe . 
general area. 


The New Benjamin Duo-Service Floodlighting Unit is unique a 
in its design and unusual in its accomplishments. 


It gives simultaneously twodistinct intensitiesof light,one from 
the diffusing reflector and one from the concentrating type 
beam projector. For example, in automobile service stations the 
unit may be used for the general illumination of the service 
areas and driveways and simultaneously floodlighting the 
building at a higher intensity of light. 





Write for new 8-page bulletin giving 
pictures of installations and full 
information on the many uses and 
advantages of the new unit. 


Other adaptations of the new unit are the general 
illumination and floodlighting of gardens and parks, 
amusement parks, barbecue stands, beaches, golf 
practice courses, coal and material handling yards, etc. 


BENJAMIN ELECTRIC MFG. CO.. 


General Offices and Factory: 
DES PLAINES (Chicago Suburb) ILLINOIS 


Divisional Offices and Warehouses: 
New York Chieago San Franciseo 
247 W. 17th Street 111 N. Canal Street 448 Bryant Street 
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EXHAUST 
VENTILATHIN G&G 
E @ U I P M EN T 














REAT Merchandise you say. Well, that goes 
double. We are just as proud of the great bunch of 






Jobbers’ salesmen who are giving the Emerson line 












such fine cooperation. 







THE EMERSON ELECTRIC MANUFACTURING CO. 


2018 Washington Avenue, Saint Louis 
806 W. Washington Boulevard, Chicago 
155 Sixth Avenue, New York City 











VEREADY 
Yee SOMETHING 























HE MAKES HIS CU/TOME| 


and 











T vv v¥ ¥ YY DROPPED 14 TIMES AND PUT IN A SET... this EVER- 

READY RAYTHEON TUBE WORKED PERFECTLY .. . The 
‘‘drop”’ test is a most convincing way of illustrating exactly what the 
sturdy 4-Pillar construction of EVEREADY TUBES means in cus- 
tomer satisfaction . . . In the above photograph we see Mr. R. B. 
Whitley, an outstanding salesman of the Weber Radio Corpora- 
tion of New York City, performing the ‘“‘drop’’ test to the satisfac- 
tion of Henry Goldfein, president of Goldfein's Radio, Inc., at 

- Elizabeth, N. J. 


, too, can show your customers the ‘“‘drop’’ test and many other 
rior sales points. 














RAYTHEON 


Ae 





ERS HEAR THE DIFFERENCE 
d/EE the REASON 


THE TIME 
4. 


The EVEREADY RAYTHEON TUBE 


actually performs on the job and sells itself 
The ‘‘Time”’ test is just another clincher. 


R. B. Whitley, of the Weber Radio Corp. of 
New York, demonstrating how quickly this 


wonder tube gets into action, recently 
showed Harry A. Brody, buyer for the 
Arrow Electric & Radio Co. of Jersey City, 
N.J.,thattheEVEREADY RAYTHEON 
heats up and does its stuff in six seconds 
. . « Seeing is believing. Whitley also 
helped arrange the stock, soEVEREADY 


Tubes were easily accessible. 


THE SERVICE 
MANAGER IS 
CONVINCED! 


Of all the tough birds to sell the service 
manager usually is the last to admit a 
product is good ... Of course, he 
gets all the kicks, but again R. B. Whit- 
ley, of the Weber Radio Corp., made a 
big hit with Charles C. Smith, service 
manager for the Arrow Electric & Radio 
Co., of Jersey City, N. J., when he suc- 
cessfully made EVEREADY RAY- 
THEON TUBES romp through a series 
of surprising stunts. Mr. Smith formerly 
was with the experimental department 
of The Western Electric Co. at Kearney, 
N. Y., and has developed an unusually 
fine service department for his store. 
When a jobber’s salesman gets by the 
service manager there's bound to be an 
order on the service manager's recom- 
mendation. You can do it, too. 










I 















R. B. Whitley, of the 
Weber Radio Corpora- 
tion of New York City, 
demonstrates the ‘‘time”’ 
test to Harry A. Brody, 
buyer for the Arrow 
Electric & Radio Co., 
Jersey City, N. J. 











R. B. Whitley, of the 
Weber Radio Corp. 
New Yor 























































Eveready Raytheon 4-Pillar 
Tubes are revolutionary in 
construction and performance. 


Show your customers how to build 
prestige and increased sales by 
demonstrating the rich, full-voiced 
tone, the breath-taking realism of 
Eveready Raytheon reception 
..+ No legal entanglements. 
Eveready Raytheons are licensed 
tubes . . . No other tube is per- 
mitted to use the 4-Pillar con- 
struction, for it is patented and 
exclusive with Eveready Ray- 
theon. 











EVEREADY 
RAYTHEO™ 
'UTO-CELt 





The Eveready Raytheon Poo is a long-life trans- 
mitting tube for television. Used alsa for talking 
pictures, 


The Eveready Raytheon KinoJamp for televisian 
reception is the first tune developed commercially 
which will work with all systems. 










PROVE WHAT A 


REAL TUBE 
WILL DO... 


More power, increased distance, better tone and 
quicker action—and you can prove it! Improved per- 
formance and the sturdy construction of Eveready Ray- 
theon 4-Pillar Tubes build volume sales for jobbers and 
their salesmen everywhere. Take a sample tube with 
you and have your customers observe how the solid 
four-cornered glass stem supports the four pillars which 
hold the elements. Show them how the tube is braced 
at the top by a stiff mica plate. Eveready Raytheons 
give better reception because they are stronger. . . 
immune to the hazards of shipment and handling which 
endanger the performance of ordinary tubes . . . The 
unusual precision of Eveready Raytheon Tubes is safe- 
guarded by their 4-Pillar construction . . . Eveready: 
Raytheons come in all types, for A. C. and battery 
operated sets. You cash in from the start on all the 
advantages of superior construction, which are, of 
course, exclusively protected. In addition, there are 
helpful counter displays and attractive window sets of 
five pieces that put the Eveready performance story 
across for your dealers. There also is a muslin wall chart 
of the various size tubes and a tube register that gives 
the sizes required for different sets. All this merchan- 
dising help is free. We want alert jobbers and their 
salesmen to tie up with us immediately. Write today 
for complete details of our 100% jobber policy and 
attractive jobber franchise. 


NATIONAL CARBON COMPANY, Inc. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of iiss and Carbon 
Union Carbide (*°. * Corporation 


EVEREADY 
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TRADE MARK 





PALMER 
TY ARC 





SWITCH 





i 


Size 
The only limiting di- 
mension in our design 
is the fuse itself. This 
permits Palmer Anti 
Are General Service 
switches to take up less 
space than any other 
make and at the same 
time provides liberal 
wiring space and in- 
sures maximum ease 
of installation. 


Design 


This new line of Palmer Anti Arc General 
Service Safety Switches provide that same 
high standard of quality and ingenuity 
of design that has made Palmer Switches 
famous. That this line has passed the new 
Underwriters’ inductive load test is simply 
explained by the fact that they have a 
double break per pole which has been 
standard Palmer switch design for 20 
years. Write for bulletin 10.0. 


Rupturing capacity 

The desirable double break feature is in- 
corporated in all Palmer Anti Are General 
Service Safety Switches. The arc is broken 
in a small pocket in the base of the switch, 
thereby holding to a minimum the air 
available to support arcing. Superior ac- 
cessibility is provided by placing all ter- 
minals and fuse clips in front of the axle. 
Smooth working quick break mechanism 
and well designed handle makes this the 
easiest operating line of switches built and 
of course the easiest for jobbers and their 
salesmen to sell. 
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NEW SOVEREIGN 
> S & AND 


ARISTOCRAT 








LINE OF 


Truly Modernistic 





Hanger Equipment 














O many jobs that your contractors fig- 
ure on demand more than just hangers. 
Harmony is the big thing today. . . . Sov 
ereign Modernistic equipment touches the 
responsive chord of the art minded, because 
it blends with surroundings and matches all 
glassware. . . . These newest creations of 
modern beauty are outstanding in design and 
finish. They are massive and rich in appear- 
ance and wonderful values, affording your 
dealers quick turnover and enabling your 
contractors to land the joo. Like all Art 
Metal Co. products they are easily installed, 
thus saving time and money for your cus’ 
tomers. Write today for catalog sheets for 
customer distribution. Our prices will 
astound you. 














The 


ART METAL 


3800 E. 38th St. Cs 
CLEVELAND | | 
OHIO 





Ptd. and Pat. Applied For No. 1600 














NGER SPECIALISTS” 
(i ermMC eRe mam a RE 
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LATROBE 
PRODUCTS 


PLUS 


100 PER CENT 
JOBBER POLICY 


More than just a manufacturing 
plant in Pennsylvania . . . more 
than just a source for Floor Boxes, 


Junction Boxes, Fish Wire Con-. 


duit Benders. . . . The Fullman 
Mfg. Co. is the manufacturer of 
LATROBE Products! . . lead- 
ers in quality and long satisfactory 
service. Leaders in protecting the 
jobber. Our 100 percent Jobber 
Policy assures unusual profits for 
you on every Latrobe sale. No 
Latrobe product is sold direct. 
Write today for details of our 
policy and also sales helps on this 
profitable line. 


Pullman Manufacturing Co. 





























a 











1209-1215 Jefferson St., Latrobe, Pa. 
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Fora Big Playin the Market.. 
BOND 


POWER-RECUPERATING BATTERIES 


Fro: every radio need, there’s 
a BOND Battery that does 
the job better. BOND Batteries 
restore their used energy while 
resting! That means more power, 
delivered over longer periods of 
service. . . . Owners of bat- 
tery-powered receivers know that 
BONDS cost less per radio hour. 
And powerful advertising is driv- 
ing home that fact—telling buy- 
ers that in BOND Batteries “Rest 
renews the current you use” .. . 
building ever increasing demand 
for BONDS . . . and making 
them easier to sell. 


BOND MONO-CELL FLASHLIGHT BATTERIES 


WO exclusive features place BOND Mono-Cells foremost 


in public acceptance . . . Power Recuperation—their 


ability to restore their energy between 
flashes—and the Safety Seal (the card- 
board jacket hermetically sealed to the 


zinc) which prevents their power from 


draining away through short circuits. 


BOND ELECTRIC CORPORATION 


JERSEY CITY, N. J. 


Chicago Lancaster, Ohio San Francisco 
Kansas City, Mo. 
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Take no Chances—BUY BONDs! 
BOND 


SIX-FEATURE FLASHLI 





Prscricars every important im- 
provement in flashlight design and 


merchandising has been introduced by 
BON D—the pioneers of the industry who 
gave the world the first flashlight. The 
features of BOND flashlights are all sell- 
ing features—the Candle-light that trans- 
forms the flashlight into a powerful elec- 
tric candle—the Three-way Safety Switch 
that prevents accidental lighting—Shock 
Absorbers that cushion the bulb against 
breakage—fibre cases in colors—and now 

fittings plated with Chromium, the 
non-tarnishing metal with a surface five 
times harder than steel! . . . 





BOND RADIO TUBES 


In keeping with its policy of 
constantly advancing the 
quality of its products, the 
BOND Electric Corpora- 
tion will introduce substan- 
tial improvements in its new 
line of Radio Tubes. By all 
means visit our exhibit at 
the Radio Show . . . we 
have something “up our 
sleeves” that you'll want to 





know about. 














Chicago 


JERSEY CITY, N. J. 


Lancaster, Ohio 
Kansas City, Mo. 








REMEMBER—SEE BOND—C-.2 


Be sure to visit the BOND EXHIBIT, Booth 
C-2, at the R. M. A. Show in Atlantic City. 


BOND ELECTRIC CORPORATION 


San Francisco 
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Something EX TRA 


that contractors 
appreciate./... 


When you sell Hemingray Glass In- 
sulators you are providing your cus- 
tomers with the product of a manu- 
facturer who specializes on one thing. 

Here great economies are 
effected through standardization of 
manufacturer. And this is reflected 
in quality, service and price, a boon 
to jobbers and their salesmen. 


DRIP POINTS KEEP 
the INNER AREA DRY 


Don’t overlook Hemingray’s superior sales ad- 
vantages . . . Creeping moisture in wet 
weather is prevented by drip points that keep 
the inner area dry. A steadfast jobber policy 
protects you and Hemingray engineers always 
are at the disposal of you and your customers in 
solving glass insulator problems. Write today 
for catalog and sales helps. 


HEMINGRAY GLASS CO. 


MUNCIE, INDIANA 


JHEMINGRAY)]; 
|GLASS _INSULATORS| 
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KAOLITE 


PAULDING 
PROFITABLE 
PRODUCTS 


By confidence building, the name Paulding on 
wiring devices has assumed the role of a mute 
super-salesman. It sells the goods because cus- 
tomers know the name as a guarantee of qual- 
ity with moderate prices. 





Confidence such as this is the best recom- 
mendation that any product can offer. 


(i) The Kaolite line is our New and Better style 

— , of ceiling and wall receptacles, which is fur- 
nished with six different types of rings. They 
are interchangeable with all bases. 





The Paulding line is compiete. 
Write today for new catalog now ready. 


John I. Paulding, Inc. 
New Bedford, Mass. 
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Fast Selling 


Faultless 
Washers 


MODEL K, double wall, square Copper tub, $99.75 LIST 
MODEL F, Cast Aluminum square tub, Gas Heated, $160.00 LIST mo 


will boost your Washer sales 
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Patent Pending 


AND GET NEW DEALERS 


OW, with the new Faultless 3 in 1 Ironer At- 

tachment providing complete home laundry 
equipment, Faultless Washers are selling in 
greater volume than ever. 


This ironer is not just an attachment, but a 
practical, efficient electrically or gas heated 
ironer, built as an integral part of both Faultless 


Models. 


This ironer can be sold with either Model or 
either Model can be sold without the attach- 


ment, or you can sell the attachment later to 
your customer who buys either Model. 


It is not necessary to remove the wringer to use 
this ironer; the ironer can be swung out of the 
way against the side of the machine when not 
in use, or the ironer can be easily removed en- 
tirely by taking out one pin. 


AND NOTE THIS GREAT APPEAL TO 
WOMEN: They may sit down comfortably to 


iron. 


The Faultless Model K, actually square, double walled copper tub agitator type and the famous 
cast aluminum Model F square tub agitator type washers are equipped with electric motor or 


Briggs & Stratton engine. 


Don’t Wait, Write Today for Full Information and Prices to 


VULCAN MANUFACTURING CO. 


1506 CYPRESS ST. 


KANSAS CITY, MO. 


Holland Ironer Attachment 
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A Pin For Every 


Distribution Requirement 


Oliver manufactures numerous types, 


sizes and shapes of pins, a few of which 


are illustrated to the right. 
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OLIVER PINS » » » Something to Crow About 


Every Oliver Pin is uniformly correct in design .. . skillfully fashioned from the best 
quality open hearth steel . . . super-protected by a' thick coat of spelter .. . hot galvan- 
ized and double dipped by the exclusive Fassinger Process to assure that distinctive 


weather-resisting quality so important to economy-minded public utility engineers and 


executives. 


Wood tops are made from straight grain oak . . . cobs are thoroughly impregnated with 
paraffin excluding all moisture . . . lead threads cast to shape assuring absolute uniformity 
then bonded to the pins to make a solid one-piece unit .. . pins with lead heads absolutely 
locked against removal . . . long shank pins furnished with three prong lock washer... 
short shank pins with rib lock washer ... exclusive Oliver features that make Oliver Pins 


outstanding throughout industry. 


et vem: TRON AND STEEL 
CORPORATION « « Pittsburgh, Penna. 
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FoR MODERN 
ILLUMINATION 


HE modern institution must be 
well lighted. Whether Store, 
Bank, Theatre, Art Galleries, 
Office Building—good lighting 


is essential. 





When considering good lighting requirements, 
quality, durability, economy and _ practica- 
bility must be considered. 


Day Brite offers these to you. A complete 
catalog of this line is available for the asking. 
Write for catalog No. 8. 


In addition to the standard items of this line 
we are in a position to manufacture all types 
of special lighting equipment. Let us help you 
with your special lighting jobs—our engineer- 
ing department is at your service. 


—§np AY-BRits——— 
for 
Showcases 
Stores 
Theatres 
Banks 
Art Galleries 


Interior Electric Signs 











3825 Laclede Ave.- Saint Foul 











No. 80 
Shewease Reflector for 
T-#% Tubular lamp. 





No. 90 
Showcase Reflector for 
T-10 Tubular lamp. 








No. 96 
Wall Case Reflector for 
Standard tamp to 60 watt, 2 












efrigerater Case 
for T-10 Tubular 











BY Day-Brire Rer. Co. 
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[KNOX] 


Highest Quality 
Electrical Porcelain 


Knox Porcelain Corporation offers the 
electrical trade a most complete line 
of porcelain products! Located at 
Knoxville, Tenn. . . right at the source 
of raw material . . . the best, and only 
the best, grade of porcelain goes into a 
Knox Product! In seven years of 
manufacturing, our engineers and de- 
signers have constantly added and im- 
proved upon Knox Porcelain and 
Bakelite Specialties. 


A Complete Line of 
Radio Insulators 


and antenna accessories are also 
included in this quality line. With the 
Knox strict jobber policy this line is in- 
creasingly profitable and it’s yours with- 
out encroachment. Just— 


Write Today 


for bulletins and sales helps; 
also complete details regarding 
the KNOX Jobber Policy! 








MANUFACTURED BY 


KNOX PORCELAIN CORPORATION 
KNOKVILLE, TENN. 
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News Item 


Electrical Supply Jobbers handling Ilg 
Ventilating Apparatus are enjoying a 
greater volume of business this year 


than in the same period of 1929. 
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If its painted gree 





& 
> 


A 


~ its an Ug Hecinic Ventilator 


the only 


with a 


one made 
Hy enclosed 


self~cooled motor 
Guaranteed as a 
complete unit ~ 


LL America has learned to spot the 
Ilg Electric Ventilator by its dis- 
tinctive dress of green. It conspicuously 
individualizes the one motor propeller 
fan that’s nationally advertised, known 
far and wide by Color, Name and Per- 
formance — the only one made with a 
fully enclosed, self-cooled motor and 


guaranteed asa complete unit. 


Everywhere the Ilg Electric Ventilator 
enjoys marked consumer acceptance. It 
is specified by Name, recognized by 
Color and preferred by the buyer who is 
willing to pay a trifle more for a product 
that has achieved an enviable reputation 
for superiority. And everywhere dealers 
know it for what it is —a splendid, 
year round seller. 


Let us tell you about this market that is still in its infancy — permit us 
to submit the facts and figures about future possibilities and the details 
of a Co-operative Sales Plan that is getting action. 


ILG ELECTRIC VENTILATING Co. 
2854 NORTH CRAWFORD AVENUE 







CHICAGO, ILLINOIS 


For Offices, Stores, 


Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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WHEELER PU REX REFLECTORS 


WITH TH W 


BAFFLE PLATE 


Pat. Applied For 





NO LIGHT LOSS 





Now! Even greater industrial lighting efficiency—made possible by Wheeler 
Engineers. Special Baffle Plate is designed as one piece with Durex Reflectors. 
Baffle Plate continues contour of reflector to neck of lamp, thus closing re- 
flector neck and directing all light downward. It provides additional reflecting 
surface, increased light, improved appearance—and prevents any light loss. 
And combined with this new feature are all the easy wiring advantages that 
Durex construction has always offered. Your nearest Wheeler representative 


will gladly give you complete Durex information. » » » 





WHEELER REFLECTOR COMPANY, BOSTON, MASS. 


NEW YORK ATLANTA CLEVELAND 


St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. Canada: Canadian General Elec. Co, Ltd. 
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See SPRAGUE 
Electrolytic and Paper Condensers 
RMA Show 
Auditorium — Booth D-50 
Adlantic City, June 2nd to 6th 




















PROFITABLE Way fo 
JSell Condensers 


gue 
This three-col ot Ste wal | ee carton contains six standard Sprague units of 


pley et cy te on E*% MED capacity, 430 Volts, D. C.; with individual screw 
Sei Sere ane sockets for utmost mounting adaptability. The Sprague 

















standard unit eliminates the confusion that occurs when 
different capacities are assembled in the same can. 


With each unit measuring but 134” diameter x 5” height 
overall—you sell giant condenser capacity in midget space. 
And the Sprague exclusive, pone ttn round-edge anode 
puts the Sprague electrolytic condenser in a class by itself 
—years ahead of the field. 


Order a standard Distributor’s Package of Sprague electro- 
lytic condensers (24—6-unit cartons), and see what real 
profits mean. 


SPRAGUE SPECIALTIES COMPANY 


QUINCY MASS. 
Manufacturers also of the well-known SPRAGUE PAPER CONDENSERS 










olectrolytic CONDENSER 
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MORE RAY-O- 
VAC LEADERS 
















There is a Ray-O-Vae 
Flashlight for every con- 
ceivable flashlight need. 





Ce. 





Ray-O-Vac has pioneered the way in battery 

power for motor car radio. The new Ray- 

O-Vac Autoradio ‘‘B” is the acknowledged 
\ leader of the field! 


Now the Ray-O-Vac Autoradio “B” Battery! 
Specially designed and built for this one pur- 

‘ pose—tested and proved in the hardest, most 
strenuous series of experiments that engi- 

\._ neering skill could devise—built to withstand 
\ all the shocks and strains of hard driving— 


Ray-O-Vac Radio Bat- 
teries for all purposes. 
Longer life without 
additional cost. 





Ray-O-Vac Licensed Motsture proof 
and Guaranteed Radio ; ; 
Tubes make good pro- Vibration proof 
grams better. 
Weather proof 


+e ke 


_ Literature on the Ray-O-Vac Autoradio “B” 
~ is ready. Ask your jobber about it. 





Ray-O-Vac Telephone, 
Ignition, and Flashlight 
Batteries are leaders 
wherever you find them. 










— othe <a 
ae te te and C”” " 
Flashlight Batterws; Ra 
r a i a 


e é 
ra 4 Af 4 
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e 
devices carefully designed to meet SAFETY FIRST requi: 


compound. Shockproof and Non-breakable. Insurance against 


factories, foundries, mills, elevators, packing houses, utilities, 
ways and steamship companies. 


Clustered around PR OTEX are more than 30 


trical shock and fire. Adopted as standard equipment by leadin; 


¢ 
j 


(We are showing only a few.) All are made of high quality rubbe 









third wire attachment for 


CTO 
iS { 





All .guards can be equipped witl 











PGHR 
Protex 
Guard 
Hood 
Reflector 





PGHRB 
Protex 
Bakelite 
Guard 
Hook 
Reflector 
p. WOODHEAD; 


CHICAGO 
PAR 
Pr otex 
Polished 
Aluminun 


R eflector 








New catalog 
covering entire 
line now ready 








Manufactured by 


DANIEL WOODHEAD COMPANY 


15 No. Jefferson St. CHICAGO, ILL. 
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Adding 
Unlimited Volume Consumption 


To a 100,000,000 Market 








Here is what Mr. Dealer is putting on his counters. 


This is hew he is selling Ideal UNIVERSAL Wire Connec- 
tors not only to contractors, but to radio men—to electrical 
repair men—to building maintenance men, to radio and elec- 
trical appliance owners—to home owners, TO EVERY- 


BODY WHO JOINS WIRES TOGETHER. 


Show YOUR dealer these Display Cartons. Get the benefit 
of the UNLIMITED SALES—that are being added to the 
100,000,000 annual market in the industrial and building 
fields. 

THERE’S GOOD PROFIT IN THE IDEAL DISPLAY 
CARTON business for you and FOR YOUR DEALER. 


Write us today for details of proposition. 


wag ae 
Wire Stripper 


Long wanted and needed by half million electrical workers. Vol- 
ume sales! Worth while profits! Electrical workers have been 
buying these on sight because one squeeze on the handle clamps 
the wire, cuts the insulation and strips the wire. 


IDEAL 


Fuse Pullers 


Wherever you sell fuses, there’s a market for these handy pullers. 
One should be 
many 
pocket 


which means not one—but 
Every electrician needs one in his 


in every fuse box- 


sales to a company. 


They are also used for many other jobs and new uses are con- 
stantly coming up. Four handy sizes to meet any requirement. 


pl OE Rien vari cA tas 


IDEALS 


—the Leading 
Wire 
Connectors 
Fully Protected by Original 
Basic Patent No. 1,700,985 
Fully 


Mutual Laboratories. 


G 


Approved by Underwriters and Factory 


Recommended in N.E.C. 


IDEAL 


“Bowlus” 
Boring 
Machine 


Here’s quick turnover, 
big volume and big 
profit business for you. 
Takes the hard work 
out of boring. Elimin- 
ates necessity of climb- 
ing up on ladder for 
overhead boring, and 
back breaking leaning 
over for floor work. 
Priced for quick sales. 


Write today for Circulars and Catalog Sheets 


IDEAL COMMUTATOR DRESSER CO. 
1047 PARK AVENUE 


SYCAMORE, ILLINOIS 
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THE COMPLETE LINE 


¢ ¢ ¢ 4 


Desk and bracket fans . . . . Ceiling 
fans . . . . Exhaust and ventilating fans 
. ... Fans for special applications ... . 
Diehl jobbers do not have any occasion 
to turn down fan business because of 
inability to supply the demand, for the 
Diehl line includes a size and type for 
every practical need. 

Furthermore, large fan stocks are main- 
tained at the factory, at our district of- 
fices and in important cities throughout 
the country, to enable jobbers quickly 
to replace their stocks or take care of 
emergency needs. 

Strengthen the foundation of your busi- 
ness in 1930 by devoting more time to 
developing the numerous profitable out- 
lets for Diehl fans—the line which of- 
fers all-year-round profit possibilities. 











“Wind O Vent” Home 
Ventilator 





Ceiling 
Fans 





Exhaust and Ventilat- 
ing Fans 





Duplex Fan— 
Ceiling Mounting 




















Diehl 


Manufacturing Co. 
Electrical Division of 


7 $. THE SINGER MEG. CO. 
, Elizabethport, N. J. 


Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 
Chicago New York St. Louis 
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PAST PERFORMANCE 
Puts Skeptics to Rout 





Products 


' “Crescent” National 


Eléctric Code Rub- Tf the customer “comes from 


ber Covered Wire 
and Cable. 


P) Intermediate _ Grade Missouri” he has to be sold— 
| Wize and Cable = but once sold on good wire and 
want Sie" cable, you couldn’t pry him loose. 
eased Wire and ~~ Crescent installations extend 
“Crescent” <A. B.C. poe ° 
Armored  Bushed from coast to coast, giving satis- 
“creer odie, faction that creates good will and 
“Crescent” Flexible 


Metallic, Conduit. | = CONfidence and produces profit- 
Cambric Cable, Lead 


Encased or Braided. able repeat business. 


, (RESCENT 





Insulated Wire and lable Ca. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


Forty-one Years of Knowing How in Every Crescent Product 
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Reduces 
Conduit 
Selling 
Costs 


E FACT that 
Youngstown 
Buckeye Conduit is 
the world’s largest 
selling rigid steel 
conduit is signifi- 
cant. It reflects the 
high degree of user 
acceptance which 
makes selling easier; 
it is an indication 
of user satisfaction 
which is in turn 
reflected in steady 
repeat business; it is 
the best proof of out- 
standing conduit 
performance. 


Electrical jobbers 
who have handled 
Youngstown Buck- 
eye Conduit know 
that it isa profitable 
line; that it reduces 
their conduit-selling 
costs and builds up 
a lasting conduit 
business, 


YOURS 


GALVANIZED SHEETS PROTECT 





D. H. BOURNKAM & CO. 











The Bankers Building, Chicago, is another fine building whose electrical 
wiring is ew protected with Youngstown Buckeye Conduit. 


5. pagrea Lees 
N & CO. 


GSTOWRS 





THE 
YOUNGSTOWN 
SHEET & TUBE 

COMPANY 


One of the oldest manufacturers 
of copper-steel, under the well- 
a ae. established trade 
**Copperoid”’ 
psenitine Offices 


Youngstown, Ohio 


DISTRICT 
SALES OFFICES 


ATLANTA—Healey Bldg. 
BOSTON~—80 Federal St. 
BUFFALO—Liberty Bank Bidg. 
CHICAGO—Conway Bldg. 
CINCINNATI— 

Union Trust Bldg. 


CLEVELAND— 
Terminal Tower Bldg. 


DALLAS— Magnolia Bldg. 
DENVER 

Continental Oil Bldg. 
DETROIT —Fisher Bldg. 


KANSAS CITY, MO.— 

Commerce Bldg. 
MEMPHIS—P. O. Box 462 
MINNEAPOLIS— 

Andrus Bidg. 

NEW ORLEANS— 

Hibernia Bldg 
NEW YORK—30 Church Scr. 
PHILADEL PHIA— 

Franklin Trust Bldg. 
PITTSBURGH—Oliver Bidg 
SAN FRANCISCO— 

55 New Montgomery St 
SEATTLE—Central Bldg. 
ST. LOUIS— 

525 Louderman Building 


YOUNGSTOWN— 

Stambaugh Bldg. 
LONDON REPRESENTATIVE 
nig Products 
Co., Das House, Old 
Broad St., London, E. C. Eng. 
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The Business Paper... 


and 
the Open Mind 


“CHOW me a business that has ceased to think” 
says John Moody, famous economist and invest- 
ment advisor, ‘‘and I’ll show you a firm that is on the 
down grade. Show mea concern where ideas are 
no longer welcome and I'll show you one that is 
getting ready to die of dry rot. Show mea company 
that has cut itself off from the stimulation of other 
men’s thought and other men’s knowledge and | 
will show you a firm whose days are numbered.” 
And on the other hand, wherever you find a 
healthy, progressive corporation you will find the 
open mind. You will sense an alertness to know and 
use the experience of others. Almost inevitably you 
will discover that executives regularly and systemat- 
ically read the business papers of their own and 
related fields. Indeed, it is a fact, striking in the 
frequency of its recurrence, that outstanding firms 
make a policy of requiring executives to follow busi- 
ness papers for new ideas, new facts, new develop- 
ments. From such a policy springs the perennial 
resourcefulness that brings success. 


The business press of today does more than any 
other single factor to keep business on its toes. 
Leading thought, improving methods, continually 
adding to the available store of exact working infor- 
mation, the business press performs a very real ser- 
vice to the Nation. 

To that service the business paper of today owes 
its influence with business men. To that influence 
it owes its position as a strong, independent organ- 
ization; commanding a sound, paid circulation; court- 
ing no favors; truckling to no influence; earning its 
advertising revenue because it is the kind of publica- 
tion in which advertising is both read and believed. 














John Moody is among the best known of 
economists and financial advisors. As a writer 
on business subjects he is scarcely less well 
known than as President of Moody's In- 
vestors’ Service, investment counsel to many 
great financial interests. A keen analyst of 
businesses as investments, few men have bet- 
ter opportunity to evaluate progressive man- 
agement as a factor in success, or to observe 
the outstanding part played by technical, 
industrial and merchandising papers in the 
development of modern business. 


A AX°- 


THIS SYMBOL identifies an ABP paper... It 

stands for honest, known, paid circulation; 

straight-forward business methods, and edi- 

torial standards that insure reader interest .. . 

These are the factors that make a valuable 
advertising medium. 


This publication is a member of the Associated Business Papers, Inc... . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising 
fields, mutually pledged to uphold the highest editorial, journalistic and advertising standards. 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-ONE MADISON 


AVENUE 


NEW YORK CITY 
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MAKES HARD Joss light! 
“Handy Andy”’ 


(ll THE NEW 
\ Snap-on Utility Light 


<2) Swivel hook—permits easy turning left 
or right. 

















Sturdy wire cage, easily opened to 


: change lamps. 
<3) 


A No shocks! Half inch insulation be- 
<|4 tween socket and metal parts. Rubber 
+5 insulated socket protects lamp from 


jarring. 





Lamp socket easily removed. 


<6 
Patented Cage always tight. Cotter pin lock. 
No. 1750870 
No screws to unfasten. 


Heavy insulated rubber handle. 


y \ trouble-light made to stand 
the gaff of tough usage, and long 
service. Furnished with either 
wooden or rubber handle and 20 
ft. or 30 ft. of rubber cable. 


tl te, Le, _, _e, _, _ >... 


GENERAL SALES AGENTS 


Hatueway & Company, Inc 
225 Varick St., New York, N. Y. aah aw bende. pole yo 


rubber (non-breakable) wall 
= plug. 


A Product of 


THE RATTAN ME (;. (0. CONNECTICUT, U. S.A. } 
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ORS ARE POTEN- 
3UYERS OF WIRING 
: LAINS 
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It’s Up To Tue Jopper 
HE KNOB & TUBE WIRING campaign, 
now in the tenth month is being conducted 

for the benefit of some 9,000 electrical contrac- 

tors whose business is made up almost entirely 
of urban and farm business. Only 10% of the 
farms in the U. S. have “high line” service and 
even these are only utilizing electricity to the 
extent of 6% of its possible application. 
There is a potential farm business of over 


It is common knowledge that KNOB & TUBE i iri 
WIRING is a striking favorite with the farmer. poser os and er aga af 
Jobbers serving Rural Contractors will find the 5 a Pply voober will also play ar 
following sponsor manufacturers quite willing to portant part in the distribution of this business. 
cooperate in the exchange of any active inquiries 

produced in their territory. 
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PORCELAIN]! << KNOB & TUBE WIRING «@- PORCELAIN 


Illinois Electric Porcelain Co. Knox Porcelain Corp. 
Macomb, IIl. Knoxville, Tenn. 





Porcelain Products, Inc. 
Findlay, Ohio 








DEPENDABLE — SAFE — ECONOMICAL 
































OS2\ (WIN 


GENUINE BAKELITE 


TIN GOLORS 








Why Dealers Buy USALITE Products 


Attractive merchandise. 





Popularly priced for consume 
Distinct from chain store merchan 
nly thru legitim ite jobbs 
{ designs. 
est quality materials used. 
item fully guaranteed. 
nerchandise attractivel 
Pe All necessary, fast moving numbers. 
10. Splendid margin of profit for dealers. 


t 


THE MOST COMPLETE LINE OF GENUINE 
BAKELITE HOUSEHOLD ELECTRICAL NECES- 
SITIES AND WIRING DEVICES. 

















1063 Howard St. UNITED STATES ELECTRIC MANUFACTURING CORPORATION 323 W. Polk St., 
San Francisco Exe< utive Offices and Factory: 222-224-226-228 W. 14th St., New York Chicago 
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A Sales Booster 


for the Dull Months 


The Sixth Annual 
Summer Sales Contest 


Conducted by 
THE JOBBER’S SALESMAN 


July and August 


CH VBI WD 


Jobbers and Salesmen—this contest is simple to operate. 


It provides the salesmen with scores of opportunities 
to win $25 cash prizes. 


Helps to increase sales during the two slack summer 
months. Every salesman in the industry should be in 
this contest. 


Over 1200 salesmen already entered. Come on, you 
salesmen, get entered before the race starts. Just have 
your sales manager send in your name. 





THE JOBBER’S SALESMAN 


520 No. Michigan Ave., Chicago 
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TPEAFECTION (3 NOT AN AC: 


DETECTO-LITE 
Like Aladdin’s Lamp Tells all at a Glance 








De Luxe DETECTO=sLITE | DETECIO-LITE 
Cat. No. 900 | Cat. No. 910 
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i a 
Remove leads and use 1 | ° : & 
Use leads when test- List Price patented pin points i List Price $1.50 
ing fuses, cutouts, ; for testing all wiring | For general testing 
: . | of open cutouts, etc. 
ete. $1 ote without removing in- 1 Leads are not remov- 
| sulation. | able in this model. 
No matter what kind of circuit, whether the wires are covered with in- 
sulation or not, the Eagle Detecto-Lite will do it. Wire leads are removable 
and patented prick points will test any size wire up to and including No. 12 
without damaging. 
* 
What DETECTO=LITE Will Show 
|. Will test any current from 110 volts to 550 volts and indicate 
the voltage. Pe 
2. Will tell instantly whether it is A.C. or D.C. current. xs 
3. Will indicate how many cycles. st 
bs D4 4 2 ° ” 4 4 “we 2 
1. Will point out the “live wire” and the “ground wire. So wat % 
- - . . ‘a ae ae 
2. Can be used as a pilot on any electrical apparatus. Ps *, Pod » 
: ’ pm P — 
o . a es ? a 
Ps oF - * 


EAGLE ELECTRIC MFG. CO., Inc. "9" 
59-79 Hall St., BROOKLYN, N. Y. ” % 
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De Forest Tubes have achieved a new perfection 
UTOMATIC high-speed machinery, 


recently developed, assures the 


highest engineering standards while mul- 
tiplying production and reducing the 
selling prices. Q This season help your 


dealers off to a new start. Induce them to 
feature these laboratory precision tubes. 
They will avoid tube troubles and have 
fewer service calls, more satisfied custom- 
ers and correspondingly larger profits. 





Visit the De Forest Exhibit at Booths B3 and B4 at the 4th 
Annual R. M. A. Trade Show —Atlantic City Auditorium, June 
2nd to 6th. Everybody of importance in radio will be there. 


Branch Offices located in: 
Boston, New York, Philadelphia, Atlanta, 
Pittsburgh, Chicago, Minneapolis, St. Louis, 
Kansas City, Denver, Los Angeles, Seattle, 
AU DIONS Detroit, Dallas, Cleveland 


nn RADIO TUBES 


DE FOREST RADIO CO. 
PASSAIC, NEW JERSEY 
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: ‘Use a KONDU 


instead of a thread’? 


“That bulldog 


holds on 


almost like a 
KONDU!” 


Bulldogs used to be given credit for 
a tight grip, but that was before elec- 


trical men found how KONDU Thread- 
less Fittings hang onto conduit. 


Never known to loosen from vibration. 
The tapered bushing gives a lock-nut 


action that holds the KONDU perma- 
nently tight. Even the severe vibra- 
tion of subway cars hasn’t shaken 
KONDU fittings loose. 


On elbows and bends, as well as 


straight lines, KONDU grips tight— 
Stays put. 


And its unique ball-and- 
socket action makes exact alignment 


easy, before the KONDU is tightened. 


Changes are easier with KONDU 
—and quicker— and cheaper 
KONDU fittings are the easiest to 

take out of a line—coming out with- 


out disturbing any conduit whatever. 


Something that no other fitting can 
duplicate. 


Experienced electrical men who 
have “‘tried them all’ report that their 


savings in labor cost, alone, amount to 
as high as 50%. 


No threading; no 
unions— KONDU is a union in itself. 


Odd lengths, threaded or unthreaded, 
can be used just the same as new 
conduit. 

Write for the booklet “Facts You 
Should Know About KONDu,” show- 


ing short-cuts to lower cost conduit 
installation. 


Erte MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 


Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


KONDU 
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SOME PLAIN FACTS ABOUT 
THE NEW TYPE H TORK CLOCKS 


THE NEW TIME MOTOR 
The new Type H Tork Clock has the finest 8-Day move- 


ment ever used in a popular-priced time switch. It is not 
an “adapted movement” but designed solely for its techni- 
cal duty, without waste or compromise, and combines a 
new high standard of accuracy with a surplus of driving 
power. It is a very compact, dust-proof and interchange- 
able unit. It has all cut- 

wheels, cut-pinions and pol- 

ished pivots. It is wound in 

the center and cannot be 

over-wound accidentally. 

No matter how tight the 

movement may be wound, it 

is impossible to put the 

slightest strain on the clock 

train thereby. Seven turns of 

the key winds for a whole 

week’s switching on the 

schedule for which it is set, 

no matter whether the cur- 

rent is interrupted or not. A 

convenient regulator is 

placed where it can be 

reached if slight adjust- 

ments in time-keeping are 

ever needed. The movement 

is self starting. 


THE NEW 
24-HOUR DIAL 


The arms can be set quickly 
for any schedule without re- 
moving the dial and without the use of tools. The dial, with 
its red Time Pointer, is legible in dim light for quick ob- 
servation. It may be easily tightened in place with the com- 
fortable thumb screw and does not come 
loose or slip when pressure is applied by 
the switch levers. Extra dial pins may be 
added for extra daily operations and when 
these are used it is still only necessary to 
wind the clock once a week. 


NEW TIME MOTOR 
INTERCHANGEABLE 
WITH OLD 


Users of old-style Tork Clocks can secure 
all of the advantages of the new move- 
ment and dial by ordering No. 18HO Time 
Motors. These may also be exchanged for 
old No. 10 Time Motors at a reasonable 
exchange price. This interchangeable fea- 
ture is of particular importance to outdoor 
advertising companies, chain stores, rail- 
roads and others who have a large number 


No. 130 H TORK CLOCK (one-third actual size) 


Radio Corrected Time Sys- 
tems with uniform control 
of Clocks, Program Instru- 
ments and Time Switches. 
Motor W ound Astronomical 
Dial Time Switches with 15 
jewelled movements for 
turning ON at sunset and 
OFF at sunrise, and other 
combinations as desired. 


York state alone. Whether vox have installed 
t to know that they are in use in every city 


| in stock at all important centers of trade. 


of old-style Tork Clocks in use, as it provides them with a 
very inexpensive method of renewal whenever it is deemed 
necessary. 


THE NEW SWITCH MOUNTING 


Both the single and double pole switches are built onto a 
rigid steel mounting plate which also receives the inter- 
changeable Time Motor. 
This insures positive align- 
ment between the operating 
parts of the dial and switch. 
By a half turn of two lugs 
with a screwdriver, the en- 
tire apparatus (Time Motor 
and all) may be removed 
from the case. This saves 
time when installing, as the 
janet ocnes cereieene case may be mounted sepa- 
a tt OE 8 Ta rately (flush in the wall, if 
aaa wiNnwNc you prefer) and the con- 
SS pe ee duits connected with plent 
Bt aE plenty 
na HAND, of room to do the rough 
work. The apparatus goes 
back into the case just as 
easily and there is twice the 
amount of wiring space in 
the bottom of the box as 
formerly. 


THE SWITCH 


This is a sturdy mechanism 
with a quick “make” and 
“break,” positive in opera- 
tion. All live parts are properly protected. The terminals 
are conveniently located for quick wiring connections. The 
switch may be operated by hand at any time, and no matter 

how it is left, the correct sequence of 
7 operations is automatically restored. 


THE FOLLOWING TYPES 
ARE AVAILABLE 


For indoor use, mounted in a beautifully finished 
steel case with padlockable side-hinged door. 
For outdoor use, mounted in a die-cast aluminum 
case easily handled, with padlockable side- 
hinged door, properly protected against rain 

and moisture. 

For mounting in wiring cabinets, switchboards, 
etc., the apparatus is furnished without any 
case, but is self-contained on the rigid steel 
mounting plate described above. 

Type H Tork Clocks are distributed and carried 
in stock by leading wholesale electrical supply 
houses ready for quick shipments to the trade at 
the right price. A copy of Bulletin No. 30031 and 
names of nearest distributors will be mailed to 
you upon request. 


TORK CLOCKS, Inc. 


12 EAST 41ST STREET NEW YORK, N. Y. 


List NoX 30H Double Pole 
_ 8 Day 
TORK CLOCK 
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M. L. 


Reed, right, vice-president of 


the Ackerman Electrical Supply Co., 


Grand Rapids, Mich. With Mr. Reed 


is James R. Ryan, who was paying a 
flying visit to Grand Rapids. 


Westinghouse Takes Over 
Rochester Electrical 

The Rochester Electrical Supply 
Co., Rochester, N. Y., was taken 
over by the Westinghouse Electric 
Supply Corp. on March 1. F. L. 
Walton, formerly vice-president and 
sales manager is now division mana- 
ger. B. E. Finucane, founder of the 
company, has been retained as vice- 
president to serve in an advisory ca~ 
pacity. The Elmira and Jamestown 
branches will be under the direction 
of the Rochester division. 














C. R. Pritchard has recently been pro- 
moted from manager of the radio de- 
partment of the Matthews Electric Co., 


Birmingham, Ala., to the position of 
assistant general sales manager. Mr. 
Pritchard has been with the company 
for 13 years and during that time has 
had experience as a salesman and as a 
merchandising specialist so that he has 
acquired an excellent background for 
his work. 








SPOTLIGHT THE OUTLET 


The greatly increased use er electrical 


appliances—refrigerators 
h 
a washing machines 


el vacuum 
cleaners 


electric clocks 


a 





2 toasters sinitty > etc., 
multiplies the necessity for convenience 
_ in the home. geek The 


same holds true of large apartment 


outlets e- 


ie > 
ai and office buildings { where the 


ordinary wiring is wholly inadequate. 
Here is the big 1930 market for your 
Contractor Customers. And, of course 
its a market for ‘Better Wiring Mate- 
rials.” Sell them Xduct, Electroduct, 
Red Seal ABC ARMORED BUSHED 
CABLE, Loomflex, Loomflex Cable 
and a complete line of Switch, Outlet 


and Kompact Boxes, and Fittings. 


American Circular Loom Company, inc. 


233 Broadway New York, N. Y. 





OFFICES IN PRINCIPAL CITIES 
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37 gee 
Jobber Salesman 


ed 


W. J. McLAUGHLIN, Editor 


The Shoe is Now 
on the Other Foot 


OLLOWING the lead of the Radio Whole: 

salers’ Association, those business papers dir 

rected to the retail merchandising of radio, 
are devoting considerable space to the subject 
_ of electrical appliances. The RWA refers to 
them as “supplementary lines,” while the dealer 
papers call them “complimentary lines,” all of 
which seems to reveal a rather unique situation. 
When radio “first broke,” the manufacturers of 
such products naturally turned to the electrical 
wholesaler for distribution. The jobbers re- 
sponded by installing “radio departments,” par- 
alleling their lamp and appliance departments. 

Every thing seemed to be “rosy” until the 
enormous field which opened up, placed radio 
well up on the list of popular commodities. Then 
came the formation of the radio industry with its 
own associations and with it came a feeling that 
the two industries were divorced, the radio men 
believing that they were entitled to be considered 
as representing a separate industry, and not as 
being a part of the electrical industry. 

Today we find the field reversing itself, with 
the radio industry adopting or planning to adopt 
electrical appliances, as a separate department in 
wholesaler and dealer organizations. 

So much for that. Now then what will be the 
attitude of the radio manufacturer on this pro- 
gram. Personally, we feel he should be most sym- 
pathetic for it will help the dealer materially to 
have products to sell which will straighten his 
curve from March to September, and in doing so, 
he should become a better credit risk. 

The attitude of the appliance manufacturer 
should be a most happy one, for it will not only 
enable his present wholesalers to reach a new field, 
but also will open up for him a new group of 











wholesalers among the heretofore strictly radio 
jobbers. 

The attitude of both groups should not be an 
argumentative one as to what does or does not 
constitute an industry, but rather, it should be a 
healthy one of co-operative, concentrated effort 
to improve sales on both lines, and if anyone is 
particularly anxious to form an opposition, such 
opposition should be directed toward the so 
called “newer competition,” which in the lan- 
guage of the streets simply means to “get the con- 
sumer’s dollar before the other fellow does.” 


Convention and 
Attractions 


HILE Atlantic City is a desirable spot for 

a convention, some of the news releases 

coming across the desk, seem to indicate 
that jobbers and dealers will be so occupied with 
the business of being entertained that they will 
find small time for convention meetings. 

As long as there will be conventions there will 
be—conventions. And that is as it should be, for 
one of their primary purposes is to put Mr. Jones 
and Mr. Smith on a “Tom” and “Harry”’ basis. 
And, if the “anti-brigade” ever gets around to 
“putting the finger” on the social activities of a 
convention, this country will be definitely on the 
down grade. 

There is, however, one thing which must be 
borne in mind, and that is the radio industry can- 
not afford, particularly at this time, to mistake 
a convention for a carnival. 

There is serious work to be done, and serious 
men are busy shifting the scenes to prepare the 
stage for such work, but it cannot be accom- 
plished alone. Every manufacturer, every jobber 
and every dealer, who considers it worth his 
while, to spend the time and money to go to 
Atlantic City, must consider it equally important 
to attend all sessions of the particular group with 
which he is connected. 

Carrying back home the message that the enter’ 
tainment was superb is not going to assist his asso- 
Ciates in getting their house in order. There will 
be plenty of entertainment and plenty of time for 
it, but let’s not lose sight of the fact that we are 
in Atlantic City on business. 
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Join the 
RWA 


VERY day we see new evidence of the 
hk value of closer cooperation among radio 
wholesalers. In Detroit and Cleveland, 
credit conditions have been improved thru in- 
augurating the plan of credit control. While 
much can be said pro and con on credit control, 
the real test of the plan is its actual operation 
and the experiments now being conducted in the 
two cities mentioned are being watched with in- 
terest by wholesalers from coast to coast. 

In Chicago recently, thru cooperative efforts on 
the part of local wholesalers, advertising abuses 
have been sharply cut. Small local newspapers 
have been forced by the wholesalers to standard- 
ize their advertising rates, instead of making spe: 
cial deals that placed most of the burden of adver- 
tising cost on the wholesaler or manufacturer. 


Minneapolis wholesalers forced the issue on 
liquidation sales by getting together to combat 
this insidious form of business demoralization and 
successfully prevented the dumping of surplus 
radios on their well stabilized market. 


The Radio Wholesalers Association, among 
other things, acts as a clearing house of ideas and 
progressive, constructive activities of local whole- 
saler groups. The interlocking interests of whole- 
salers nationally may not be apparent at first 
glance, but if Minneapolis successfully staves off 
the threat of many liquidations—and the job lot 
seller goes on to Kansas City, for instance, is it 
not safe to say that Kansas City is strongly 
affected by the action of Minneapolis. 

Since every wholesaler is affected by ideas and 
plans of every other wholesaler, and since the 
RWA is the clearing house of wholesaler activi- 
ties, what better investment can be made than a 
membership in the RWA? 


“Only a 
Swan Song” 


Cy. of our field editors in reporting on a 


certain jobber states: “This firm has dis- 
continued the sale of radio, due largely to 
the fact that the manufacturer went out of busi- 
ness. They have no radio story, only a swan 
song. They had returns, adjustments and other 
ciscouraging experiences, but would still be sell- 
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ing radio if they had been handling a standard 
make.” 

At this point, our reporter seems to have 
slipped a cog, for it is a pretty difhcult matter 
these days to determine what is a standard make. 
To be sure, there are manufacturers whose 
names are accepted as representing standard mer- 
chandise, but, on the other hand, there was no 
reason to believe that those makers, or quite a 
few of them who went out of business were not 
of standard caliber. 

One or two jobbers of whom we know were 
quite satisfied that they had a standard make to 
represent, and the expression on their faces when 
word came that the manufacturer was in receiver’ 
ship was one of absolute astonishment. 

The wholesalers who have taken it on the 
chin but who have survived the financial punish- 
ment are unwise to pass out of the radio busi- 
ness. With that fight under their belt, as they 
say in boxing circles, they should be tightened 
up for the next battle, and with a judicious 
choice in the lines now available should stage a 
real comeback. 


Looking Back 
One Year 


UST one year ago this month there was pub- 
J lished in this magazine under the main head 

‘The Hurdles in Radio Merchandising,” the 
following editorial directed to those attending last 
year’s convention: 

‘Take for instances, the subject of over-pro- 
duction. Wholesalers who were wholesaling be- 
fore the younger men in the industry had secured 
their sheepskins have constantly warned against 
over-production. Still, it goes on year after year, 
until the public is dangerously close to taking the 
attitude “Let’s wait until the shank of the sea- 
son when the annual scramble to unload is upon 
us. Smart men claim that if manufacturers 
would make two million less sets in 1928-1929 
the industry would be more stable.” 

We were not alone in this opinion, for, as a 
matter of fact, there were few editors concerned 
with the radio industry who did not have a pretty 
fair idea of what was about to happen. 

Neither one editorial nor one editor can, how- 
ever, sway an industry, so it is indeed for- 
tunate that the radio press has formed its own 
association to give weight to its collective opinion. 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 





Supplementary Lines 

The executive offices of the R. W. 
A. has just completed a survey of the 
supplementary lines to radio being 
handled by the members of the Radio 
Wholesalers’ Association. The re- 
sults are for the exclusive use of the 
members of the R. W. A. A com- 
plete list of all of the lines being 
handled in connection with radio is 
maintained now at the executive of- 
fices and any member desiring to 
secure information concerning the 
handling of outboard motors, boats, 
etc., can secure the names of the 
other members of the association 
who are handling such lines and 
through an agreement with the offices 
have available a record of their expe- 
riences. This survey provides a serv- 
ice for members scarcely obtainable 
in any other way and will prove very 
valuable to members considering add- 
ing another line as an adjunct to their 
radio business. 

That the highly 
pleased by this survey is revealed by 


membership is 


the fact that as soon as the original 
forms were sent out many members 
wrote to the executive offices and re- 
quested information as to whom they 
could communicate with in regard to 
various lines. 

None of the houses handling elec- 
tric appliances, hardware equipment 
or automotive equipment as a regu- 
lar business in connection with their 
radio business were included in the 
survey, only purely supplementary 
lines being considered. 

The survey revealed that outboard 
motors and boats, electric clocks, 
electric refrigerators, electric fans, 
and violet lamps were among the 
favorites as supplementary _ lines 
while other wholesalers were found 


Robert Himmel, 
Chicago 


Howard Shartle, Sec. 


Cleveland 


Treas. 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 


Executive Vice-Pres. 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 


Chicago 


Peter Sampson 
Chairman of Board 
Chicago 


The Information on this and the Following Pages has been Prepared SN 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1929 





R.W.A. Atlantic City 
Meetings 


Monday, June 2. Open Meeting 
with N. F. R. A. Convention 
Hall. 

Tuesday, June 3, 8:30 A. M. Board 
of Directors Breakfast, R. W. A. 
10:15 A. M. Open meeting R. W. 

A. All radio wholesalers in- 
vited. Address of President, 
Harry Alter, president, Chicago. 
Report of Tube Committee, J. 
N. Blackman, Chairman, New 
York. Report of Set Commit- 
tee, David Goldman, Chairman, 
New York. Report of Traffic 
Committee, F. E. Stern, Chair- 
man, Hartford. Round table 
discussion and open forum. 
Adjournment. 











to be handling Neon signs, tube test- 
ers and testing equipment, athletic 
goods, phonograph pick-ups, 
coin slot machines, golf clubs, oil 
burners, speedometers and washing 
machines. 


tovs, 


*K * * 


Monthly Survey Returns 

The service that the R. W. A. is 
performing for the entire industry 
on the monthly survey of radio sales 


and inventories is invaluable. In- 
creased interest in this work is being 
evidenced by the radio manufactur- 
and wholesalers all over the 
United States and distributors every- 
where are being urged to join the 
association if for no other reason 
than contributing their figures on 
monthly sales and inventories. All 
replies are kept absolutely confiden- 
tial and there are no identification 
marks enabling anyone to trace the 
survey form to its original sender. 

The benefit of this service is of 
vital importance to the radio whole- 
saler in that it provides him with 


ers 








A 


definite statistical information con- 
cerning the trend of the radio busi- 
ness and the forecast of sales for 
the coming quarter, as well as pro- 
viding the manufacturer with similar 
information as to better enable him 
to judge his potential market and 
gauge his production accordingly. 
The recapitulation issued each month 
by the executive offices shows some 
very interesting information concern- 
ing the trend of the radio business. 


*x* * Xx 


Convention Information 

The annual convention in Cleve- 
land this year brought out the value 
of a “down-to-facts” business meet- 
ing for radio wholesalers, and the 
Atlantic City meeting for the asso- 
ciation will be modeled in accordance 
with their experience at the annual 
meeting. 

There will be two meetings held 
for the Radio Wholesalers’ Associa- 
tion, the first to be a joint participator 
in an open meeting of the N. F. R. A. 
and the second to be held exclusively 
for radio wholesalers on Tuesday, 
June 3. 

The association meeting will be of 
an open forum nature with leading 
wholesalers from all over the coun- 
try participating in the discussions. 
This type of discussion develops some 
very interesting methods of distribu- 
tion and handling by the wholesalers 
and wholesalers’ groups and it is 
felt that this meeting will bring forth 
more constructive ideas than ever 
before. 


In order to save time of the at- 
tending members of the R. W. A., ar- 
rangements have been made with the 
show officials so that the registration 
badge worn by a member of the 
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(This message to retailers is appearing in all 
radio trade and business papers for June) 
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Get this 


FREE SALES TRAINING 
No w/ Hundreds have proved its value. It 


can mean extra money fo you, too. 


E a sales expert. Earn more than you ever 

earned before. Make sure of a bigger future. 
It’s easy to be prosperous if you know the secrets of 
master salesmen. 


Tuition and transportation free! 


Without paying one cent for tuition, you can grad- 
vate from one of the country’s greatest sales 
schools. You can learn sales secrets direct from 
famous sales experts. The Majestic Sales School 
gives you complete training in every branch of sell- 
ing. It opens the way to big success in any job— 


any business you ever enter. 


You can have this wonderful training without inter- 
fering with your present work. It takes only one 
week. There is no tuition cost. Even your transpor- 
tation is free, under a special offer made by your 


Majestic distributor. 


GRIGSBY-GRUNOW 
















COMPANY, 


RADIO 


Act now—Earn more this fall 


Plan now to get this free sales training during sum- 
mer months. Get set for big fall sales. Write your 
Majestic distributor for details of his free transpor- 
tation offer. Or 
address F. A. 
Delano, Majestic 
Sales School, 
Lake Shore 
Athletic Club, 
Chicago, for in- 
formation on the 
training offered. 


The beautiful Lake Shore 
Athletic Club, Chicago, 
where the Majestic Sales 
School is located. All club 
facilities are yours dur- 
ing your training. 


cwicaco, GW 3. A 





At the Atlantic City Radio Show, drop in at Majestic headquarters—the second, third and fourth 
floors of the Ambassador Hotel. Visit the Majestic exhibit, Section D, Booths 16, 17, 18, 19. 
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Patented 


Seamless 
lugs cannot 
leak solder 


Soldering lugs can be had 
in a complete, standard- 
ized line —the 


SHERMAN 


Most electrical wholesalers carry the com- 
plete and standardized line of SHERMAN 
Soldering Lugs so that it is highly improb- 
able that there is any particular need 
where this line of lugs won’t exactly fit. 


Every SHERMAN Soldering Lug has the 
approval of the Underwriters. 


In sizes up to 15/16” O.D. they are the 
popular type made under the Sherman 
Patent. They are seamless, have better 
conductivity and solder cannot leak out. 
In sizes 15/16” O.D. and up, Sherman 
Soldering Lugs are made only of seamless 
copper tubing of correct gauge. 

Special lugs can be had to specification. 


Sherman service is complete and not con- 
fined to merely ready made requirements. 


SHERMAN has also provided an extensive 
standardized line of Heavy Duty Soldering 
Exactly correct and in active demand 


Lugs. 
Bulletins 


for central station equipment. 
on request. 


Sold thru Jobbers 


H. B. SHERMAN 
MFG. CO. 
Battle Creek, Mich. 





A sincere trade 
sales policy 
makes the 

Sherman Line 

a permanently 

profitable one 


to handle 











| R. W. A. will be sufficient credential 
_to enter the Trade Show. This will 
eliminate the necessity of re-regis- 
tering at the general registration 
headquarters. 
Headquarter offices of the R. W. 
A. will be in Committee Room No. 3. 
executive vice-president Erstrom will 
be in charge. 
Committee members of the R. W. 


| A. will get together on the important 
| problems affecting the work of their 
| particular group and committee meet- 
'ings of the following have been 


scheduled for Monday at 2 P. M. in 
Convention Hall: Traffic committee, 
Francis E. Stern, Stern & Co., Hart- 


| ford, Conn.; set committee, Dave 
| Goldman, 


North American Radio 
Corp., New York; tube committee, 
J. Newcomb Blackman, Blackman 


| Dist. Co., New York, and member- 
| ship committee, H. J. Shartle, Cleve- 
| land Talk. Mach. Co., Cleveland. 


The committees will meet separately 
and prepare their recommendations 
to be submitted to the directors of 
the association on Tuesday morning 
before being presented to the open 
meeting of the association. Some 
very interesting and new develop- 
ments in the activities of set and 
tube committees are being antici- 
pated. 


* * X 


Freight Rate Reductions 


HE Traffic Committee of the 
R. W. A. under the direction 
of F. E. Stern of Hartford, 
Conn., chairman, has been working 


| in cooperation with the traffic com- 
| mittee of the Radio Manufacturers’ 
| Association for the past year and a 


half in an attempt to secure a reduc- 





| lion dollars annually. 











| tion in freight rates. The results of 


the traffic committee’s activities are 


| exceptional and emphasize the value 
| of cooperation and coordination be- 


tween all branches of the trade. 
Last fall, the Consolidated Freight 


| Classification Committee advised joint 
| representatives of the two associa- 
' tions that the revised rate on carload 
| shipments of radio receiving sets and 


talking machines would become ef- 
fective which would mean a saving 
to the industry of well over one mil- 
The million 
dollar annual savings in freight bills 


| represents an average saving to the 


legitimate wholesaler of nearly $1,000 
annually, sufficient to pay his dues in 
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the R. W. A. for the next ten years. 

This one activity of the R. W. A. 
and R. M. A. means more in actual 
dollars and cents to the radio distrib- 
utor than any other activity ever en- 
gaged in. 

Official announcement concerning 
the revision in freight rates appeared 
on May 1 and is covered in Consoli- 
dated Freight Classification No. 6, 
effective June 15, 1930. The new 
ratings are as follows: 


o, 3. W. 


Electrical Appliances— 
Radio Receiving Sets: 


Console Type: 
In boxes, 1. C. L... 
In boxes, C. L., min. 
wt. 18,000 Ibs., sub- 
ject 4o Rule 34...2 2 2 


1%41%1% 


Box Type: 
in ‘Boxes; L.4C: LL... 
In boxes, C. L., min. 
wt. 24,000 Ibs., sub- 
ject to Rule 34... 


Mixed carloads of Radio 
Receiving Sets. Con- 
sole or Box Type; or 
Radio Receiving Sets, 
and any one or more 
of the following arti- 
cles; Loud Speakers or 
Talkers, Radio or Tele- 
phone; Talking Ma- 
chines; Talking Ma- 
chines and Radio Sets 
Combined; or Talking 
Machine’ Records’ or 
Record Blanks, in 
packages provided for 
straight carload_ ship- 
ments, min. wt. 24,000 
Ibs., subject to Rule 34 3 3 


Radio Sets and Talking 
Machines Combined: 
Insboxes; L, -C.. L:..134.1%4%.1% 
In boxes, C. L., min. 
wt. 18,000 Ibs., sub- 
jeet -to-Ratle 34....2 


141%1% 


Talking Machines, Parts 


and Records— 
Talking Machines: 


Electrically Amplified: 
In Goxés, .L. iC. Bac. 
In ‘boxes, C. .L., main. 

wt. 18,000 Ibs., sub- 
ject to Rule 34.. 


Not electrically ampli- 
fied: 


in boxes. 1... C2 dus. 

In boxes, C. L., min. 
wt. 16,000 Ibs., sub- 
ject to Rule 34... < 


Talking |Machines_— or 
Talking Machines and 
Radio Sets Combined 
and Talking Machine 
Records or Record 
Blanks, in packages as 
soécined for’ L: °C. L. 
shipments, mixed C. L., 
min. wt. 24,000 Ibs., 
subject to: Rule 34......3...3. 3 
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Your 
Copy 

| Is Ready- 
Send. 






























THE o HT | 
| 
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Y, BUSINESS BOOK 











Now! 














The new Sylvania Business Book is off the press today. Write your name 
and address in the coupon we've provided and we'll see that you get your 
copy. Or, if you're planning on attending the R. M. A. Show in Atlantic 
City, be sure to visit us and let us present you with your copy of this book. 
Our representatives will be in attendance at Sylvania’s Booth (A-52, 53, 54, 
Auditorium) and also at Sylvania Lodge atop the Hotel Amb sssador—1 1th 
Floor. We'll be delighted to have you. 


You'll want the ideas this book contains. You'll want to know all the details 
about Sylvania’s new plans for even finer products and for letting the world 
know about them. You'll want to know what Sylvania is doing to make this 
year a bigger year of profit for Sylvania Dealers. 





Write right now. 


SYLVANIA PRODUCTS COMPANY, -- Emporium, Pa. 


The Home of the Sylvania Foresters Who Broad — Each Week 
Over WJZ, KDKA KW K, KYW, WBZ, WBZ WHAM, 
WREN, KFAB, WGY, WLW. 
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RADIO TUBES 


Licensed Under RCA Patents 
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New Radio Products, Illustrated 














66 HAM PION” model 161, 

recently released by the 
Gulbransen Co., Chicago, is 
an eight tube A. C. set, using 
three No. 224 tubes, two No. 
227 tubes, two No. 245 tubes 
and a No. 280 rectifying tube. 
A new stadium type, “Lekto- 
phone” licensed, dynamic 
speaker is used. The antenna 
stage and the three R. F. 
stages are coupled by trans- 
formers with tuned second- 
aries. A four gang condenser 
tunes all four circuits simul- 
taneously. A special feature 
of the set is a knob for con- 
trolling the tone of the set. 
The sides and top of the cab- 
inet are of five ply walnut 
veneer with dial panel of five 
ply, highly figured oriental 
walnut and grill of five ply 
lacewood. All solid parts are 
of red gum with clean cut, 
solid wood carvings. 





NEW electro-dynamic speaker, 

the Jensen auditorium junior, 
has been added to the line manu- 
factured by the Jensen Radio Mfg. 
Co., Chicago. This model has a 10 
in. cone and is slightly smaller than 
the regular auditorium unit. It is 
intended primarily for theatre and 
public address system installations 
where two or more of these units 
may be used instead of one oi the 
larger sizes. The auditorium junior 
is equipped with an input trans- 
former designed for operation with 
type 250 or smaller power tubes. 
The A. C. model is supplied with a 
suitable cord and plug for the power 
supply, while the D. C. model is 
furnished with power supply cord 
only. 











A PHOTOLYTIC cell has been 
developed by the Arcturus 
Radio Tube Co., Newark, N. J., for 
use in sound projection and in all 
fields utilizing light-sensitive units. 
It has a heavy bakelite housing, a 
substantial photo-sensitive element, 
a rigid negative electrode and a 
heavy lens, and is said to be posi- 
tively non-microphonic. Among the 
features of the Arcturus photolytic 
cell are: absence of ionization; low 
impedance; ability to withstand 
overload; elimination of variable ad- 
justment; fidelity to audio frequen- 
cies; immunity to vibration, and the 
slow character of its fatigue. 





WO new types of 224 and 227 

have been developed by the 
Sylvania Products Co., Emporium, 
Pa., in which quick-heating and 
humlessness are said to be insured 
without sacrifice of other desirable 
features. In the SY-2Z24 and SY- 
227 a special type of material has 
been introduced which does not 
cause the filament current to de- 
crease with life, and in itself vastly 
increases the lite of the tube. The 
material used for the insulator also 
permits the tube to operate satisfac- 
torily for long periods notwithstand- 
ing somewhat excessive voltages. 











ASTER Engineering Co., Chi- 

cago, has put on the market 
its Master filtered aerial which can 
be mounted quickly with one wood 
screw anywhere in the radio cabi- 
net either inside or outside. The 
aerial is made of polished bakelite 
and is said to have a capacity equal 
to a good 50 ft. outside aerial. It 
is non-directional and non-corrosive. 




















































saabaeaiaed aoe 


wba 


See 
































mae. 


June, 1930 






THE JOoBBER’S[~JSALESMAN 





137 





GUN-BARREL | 
SMOOTHNESS... for easy fishing 
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OLD a length of STEELTUBES [E.M.T.}* and look into 
it as you would look into the breech of a shotgun. You 
will find the same sharp, clean reflections. 


STEELTUBES is coated inside with a special enamel applied 
under high pressure by the spray-gun method. There are no 
uneven spots. The coating is uniform, oven-baked to give a 
smooth, glasslike interior. Because of the mirror-like surface, 
it is easy to fish wire through. 


Added to its light weight, threadless feature and easy 
handling—the glassy, smooth inside surface is another STEEL- 
TUBES advantage. 


STEELTUBES carries the Underwriters’ Label and is approved 
and listed as standard by the Associated Factory Mutual. 


Electrical Division 


STEEL AND TUBES, INC. 


Cleveland, Ohio 
(A Unit of Republic Steel Corp.) 


* STEELTUBES Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 


less to buy. Saves time and money on the job. 


Steeltubes 








STEELTUBES [E. M. T.}% has the same 
inside diameter as heavy conduit. Made in 
three sizes { 42", 3," and 1"} with diameter 
and wall thickness shown above. One coup- 
ling furnished with each ten-foot length. ' 
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THEATRICAL - DECORATIVE 


LIGHTING 


32! West 5Oth Street 
NEW YORK,N.Y. 








““IANTS in size, but light in weight, these Kliegl reflectors 

are designed to illuminate large areas at a small cost. They 
are made of aluminum, in models for one or two 1000-watt lamps, 
project a very bright evenly diffused light, entirely free from blind- 
ing glare, over a large area, and for a surprisingly long distance; 
are particularly useful for lighting auto filling stations, swimming 
pools and oo athletic fields, etc.—also for night construction 
Write for full particulars and trade prices. 


KLIEGL 


UNIVERSAL ELECTRIC STAGE LIGHTING CO., Inc. 


ROS 





ESTABLISHED 1896 


* SPECTACULAR 
































In St Louis 














Hotel Mavfair..... 


8th and St. Charles 


In the center of theatre and shopping districts. Floor 
lamps, fans, circulating ice water in every room. The 
quiet, refined atmosphere of an exclusive club—an 
hotel of distinction. Dining room, Coffee shop. 


Garage service. 
$3” to $6” 


400 839"3— 


Hotel Lennov..... 


9th and Washington 


St. Louis’ newest and smartest hotel opened Sep- 
tember 3rd. In the heart of business district. Dining 
room. Coffee shop. Garage service. 


400 Erste —¢ 3% 20 $6" 
Hotel Kings-Wav... 


West Pine at Kingshighway 


Opposite beautiful Forest Park. Near bus, street 
car and motor highways. 20 minutes from downtown. 
Club breakfasts, table d’hote dinners. Rooms for 
two from $4, Special rates for permanent guests. 


@ Heiss Hotel System xox 
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7, FLOODLIGHTS 


Chain Jobbers Approve 
Credit Control 


Just as this issue goes to press, 
word comes that the electrical group 
of the National Association of Credit 
Men have drawn up a plan of credit 
control in the electrical contracting 
industry which has received the ap- 
proval of the three national jobbing 
chains: the Graybar Electric Co.; 
General Electric Supply Corp., and 
the Westinghouse Electric Supply 
Corp. For some months local credit 
control plans have been functioning 
with considerable difficulty owing to 
instructions of local branches of 
these national chains not to partici- 
pate in any credit control plan unless 
approved by headquarters. 

In drawing up this plan, counsel 
pointed out that there were three 
things that it was necessary to avoid 
for legal reasons as follows: 


“1. The information and the pro- 
ceedings of the group should be 
available not to contractors, but only 
to those extending credit to con- 
tractors or other customers. 


“2. There should be no committee, 
secretary or other third party who 
decides whether or not any account 
shall or shall not appear on the list 
of delinquents. That decision should 
always be made by the creditor alone, 
except in cases of disputed accounts. 


“*3. There should, of course, be no 
agreement that a participant shall 
or shall not extend credit. Again 
here the decision of each member 
should be individual and wholly in- 
dependent of his competitors and of 
the Association.” 


Stoner Piano Company Is 
Edison Radio Distributor 


The Stoner Piano Co., Des Moines, 
Ia., has been appointed Edison Radio 
distributor in the Iowa area. This 
company has been actively identified 


| with Iowa enterprises for more than 





30 years. 


Committee Appointment 

H. J. Shartle of the Cleveland 
Talking Machine Co., Cleveland, has 
been appointed chairman of the mem- 
bership committee of the R. W. A. 
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LEMME HAVE ABouT 3 OF THOSE 
GEE, | MUSTN'T FORGET BUSS LIGHTS - BEEN PROMISIN’ THE 


FAMILY |'0 GET ‘EM FOR 
WHAT | PROMISED THE A LONG TIME ge os 
FAMILY —-M-M-M— 1 SURE ¢ 


FEEL DROWSY Tyis AFTERNOON 
z2-z-2-z2-z2-2-zZ 


‘i 2°" a 


oo 
og 
0 






















NOW!-DON'T say 
ANOTHER WORD - HERES 
YOUR BUSS LIGHTS! 





















NOW! -1 CAN 
WORK ON THE 


-AND, | CAN 
DRESS BYA 








HUH! NOW 

















| Won'T 
‘CAR WITHOUT LIGHT OF MY Sane Aes 

















STUDYIN! 




















HEY !~ ARE yu! 
GONNA SLEEP ALL 
NIGHT ?-THIS AIN'T 











WOW! WHAT! — 
Jax, ] WHERE ? OH MY 
GOSH — SIX THIRTY- 
STORES CLOSED 


AND NO BUSS 











| CATCH IT AT 
HOME NOW ! 





























karno wanes IF YOU'LL JUST REMIND YOUR DEALERS TO KEEP BUSS LIGHTS DISPLAYED, 
on + i PEOPLE WILL BE REMINDED TO BUY-AND WHEN DEALERS SELL MORE 
( 2 _<}/ sumac rhs on/rarerr BUSS LIGHTS, YOU CAN SELL THEM MORE -4wo EVERYBODYS HAPPY! 


w, BUSSMANN MFG. CO. ST.LOUIS 








Lane Twists 
ANY WAY On US 
anv wae DIVISION OF MCGRAW ELECTRIC CORP. BALL vOInT 
On 
CAL JOINT 






inne tndinrdual lights neoded the Buse wilt fie seo 
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MANUFACTURERS | 


NEWS 















New Location for Chicago 
Office of Erie 

C. E. Collier, western district man- 
ager, Kondu division, Erie Malleable 
Iron Co., Erie, Pa., announces that 
the Chicago office is now located in 
the 20 North Wacker Drive Bldg., 
Room 1420. 

*x OK Ox 

Martin Wolf Joins Beardslee 

Martin J. Wolf, formerly vice- 
president of the Electric Appliance 
Co., Chicago, joined the Beardslee 





Martin J. Wolf 


Chandelier Co. on May 1, in the ca- 
pacity of marketing manager. 

This is not Mr. Wolf’s initial ex- 
cursion into the manufacturing field 
for, his activities with 
‘“Eaco” he was sales manager of the 
Bussman Mfg. Co., St. Louis, where 


prior to 


he made a most successful record. 

There few men in the in- 
dustry today who have the knowl- 
edge of merchandising which Martin 
Wolf has acquired, and as marketing 
for he is in a 
position to put that knowledge into 
practice. 

He has been extremely active in 
Association work, having headed the 
“Free Lance” group of the National 
Electrical Wholesaler’s Association, 
as well as having been a most con- 
structive influence in the Radio 
Wholesalers’ Association. 


are 


manager Beardslee 








Mr. Wolf has a keen appreciation 
of the jobber and his functions. And, 
It is anticipated that he will assist 
materially in his new work in reviv- 
ing to a great extent the fixture 
market for the electrical wholesaler. 

. oe ie 
F. B. Wanselow with RCA 
Radiotron 

Ferdinand B. Wanselow, recently 
appointed eastern district sales man- 
ager for the RCA Radiotron Co., 
Harrison, N. J., is now located at 
New York City. 

. * © 
W. R. Herstein is Vice- 
President of Armstrong 
Electric 

Announcement comes from the 
Armstrong Electric & Mfg. Corp., 
Huntington, W. Va., of the appoint- 
ment of W. R. Herstein as vice- 
president with headquarters in the 
Sterick Bldg., Memphis, Tenn. Mr. 
Herstein will direct the activities of 
the company in the south and middle 
west. The district and sales organiza- 





tion to be directed by him comprises 


South Carolina, Georgia, Florida, 
Alabama, Tennessee, Mississippi, 
Louisiana, Arkansas, Oklahoma, 


Kansas, Missouri and parts of Ken- 
tucky and Indiana. 
ee 


General Cable Reorganizes 
District Sales Offices 

A new field sales policy has been 
made effective by General Cable 
Corp., New York, by the establish- 
ment of 18 district and territorial 
sales offices, and the assignment of 
the entire district sales personnel of 
Dudlo, Rome, Safety and Standard 
Underground divisions to these new 
territories. 

Until this change the sales organ- 
izations of the four divisions had 
functioned in parallel, maintaining 
the industry contacts which each had 
established over many years of serv- 
ice. Subsequent to the formation of 
General Cable in 1927, the industry 
has made increasing use of the com- 
bined manufacturing and engineering 








When B. Frank Perry, Columbus, Ohio, sales representative for Diehl fans 
in Ohio, western Pennsylvania, West Virginia, Kentucky and southern Indiana 
visited the Diehl factory at Elizabeth, N. J., last year, Frank Williams, sales 
manager of Diehl tried to convince his guest that there was “good” fishing 
in the Kill-van-Kull—that “beautiful clear stream’ which flows between Staten 
Island and the Singer-Diehl plant. An argument started and continued until Frank 
Perry's visit to the Diehl plant last month when an afternoon of “local” fishing was 


planned. The results were: 


Perry—1 dead cat; Williams—1 tin can. 


Perry 


claims this settles the argument for all time. 
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TO THE 





bY er ee one compares merely the physi- 
cal plant and equipment of the “‘little 
old red schoolhouse’ with our modern insti- 
tutions of learning, one realizes what a 
wonderful opportunity these youngsters of 
today have to get ‘readin’, ‘ritin’ and 
"rithmetic’’—how these opportunities have 
expanded and grown! 
In many of our public 
school systems the 
student may go iar in 
his development along 
specialized lines. Cook- 
ing departments, for 
instance, equipped with 
the most up-to-date cul- 
inary equipment, pre- 





No. 3961-BH 


THE BRYANT ELECTRIC COMPANY | 






A ALTAIR RR, 
BRIDGE PORT | 
NEW YORK, PHILADELPHIA 


SUPERIOR 
WIRING DEVICES, 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS, 


BROADER 
OPPORTUNITIES OF LEARNING 
























pare the pupil efficiently for that phase 
of housekeeping. Laboratories of chem- 
istry and physics, art studios, manual 
training and sewing divisions — these 
and other similar facilities afford specialized 
instruction, largely by virtue of electrical and 
mechanical devices which were undreamed 
of in the old school. 
Electricity may justly 
claim a share in the 
development of these 
broader opportunities 
of education. And Bry- 
ant is proud of its con- 
tributions in the field 
of ‘Superior Wiring 
Devices.’ 





No. AA1I3 











CONNECTICUT, U.S.A. 
CHICAGO SAN FRANCISCO. FE 
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facilities of the corporation, through 
the channels of the individual divi- 
sions. This reorganization of sales 
forces further consolidates these fa- 


| cilities and makes them more readily 


” 


“It has a grip like its namesake 
















Biill Dag 


REGISTERED 


Split Knobs 
"Tres are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 











Sold Through Wholesalers a 


Illinois Electric Porcelain Co. | 


Macomb, Illinois 





available. 
The identities of the 13 companies 
comprising the four operating divi- 


| sions will be continued as manufac- 


turing and shipping units. All pres- 
ent trade-marks will also be contin- 
ued. 

Resident engineers will be located 
in the district and territorial sales 
offices. They will represent locally 
the headquarters consulting engineer- 
ing staff, which has been recently or- 
ganized by General Cable to coor- 
dinate for all wire and cable users 
the engineering knowledge and the 
experience in design and application 
of all divisions of the corporation. 

. ers 
Steel Tubes Moves 
Sales Office 

Steel Tubes, Inc., Cleveland, O., 
announces the removal of the general 
sales department of the electrical 
division from Brooklyn, N. Y., to its 
general offices at 224 E. 131st St., 
Cleveland. The personnel is as fol- 
lows: Morgan P. Ellis, general 
manager, electrical division; Murray 
J. Whitfield, general sales manager, 





electrical division; L. E. Fuller, 
western district sales manager, 
Peoples Gas Bldg., Chicago, and 
James §S. Mahan, field engineer, 
Peoples Gas Bldg., Chicago. 


2 S- 


National Lamp Division 
Moves 


The Buckeye division, one of the 
largest sales organizations of the Na- 
tional Lamp Works, Cleveland, has 
moved into the new Terminal Bldg., 
Cleveland. Originally known as the 
Buckeye Lamp Co., when it was 
formed in Cleveland in 1890, it has 
grown steadily since it became a part 
of the present company nearly 20 
years ago. 


* * * 


General Electric Introduces 
New Line 


A complete line of pole line hard- 
ware and specialties has just been 
announced by the merchandise de- 
partment of the General Electric Co., 
Bridgeport, Conn. A feature of this 
line is that all metal parts are hot 
dipped, double galvanized. Distribu- 
tion of these products will be made 
through General Electric merchan- 
dise distributors. 





There was a truck of baled cotton going through Greenville, S. C., at the 


time this picture was snapped. F. W 


Wakefield, right, general manager of the 


F. W. Wakefield Brass Co., Vermillion, O., was convinced that the ice he saw 


on the shore of Lake Erie before he left Ohio was a grander sight. 


However, 


he had to admit that there was a difference in the warmth of the sun at Vermillion 
and at Greenville. 
and M. D. Chase, assistant manager of 
Whitman, representative of the F. 
treme left. 


W. 


Standing next to Mr. Wakefield are D. R. Dickson, manager, 


the Greenville Textile Supply Co. M. L. 
Wakefield Brass Co., stands at the ex- 
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e that Serves Like a 
~ Solid Coupling 


The tacky rubber coating, specially compounded by Firestone chemists, fuses 
the coil of tape into a single weather-proof, heat-proof, current-proof jacket. 
The remarkable aging qualities of this compound preserve the insulating prop- 
erties of the tape through many months of service. You can check up these 
advantages in your own laboratory, or refer to reports of tests made on 
Firestone High Test Friction Tape by the American Society for Testing Ma- 
terials. Firestone standards are well above Government and commercial speci- 
fications. Sold in bulk for shop use, and in attractive display cartons for the 
retail counter. Write the nearest Firestone Branch or the Home Office, at 
Akron, Ohio, for prices and specifications. 


FRICTION TAPE 


The 


oy 


Tap 
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New Electrical Products, Illustrated 





HE “Kliplok”, manufactured by the Trico Fuse Mfg. Co., Milwaukee, 

Wis., is a clamp specially designed and developed for locking, with 
jack knife pressure, a fuse in a ferrule or knife blade clip. It is said 
that new clips as well as old may be benefited by the “Kliplok’’ clamp, and 
that it may also be used in locking switch clips, making temporary splices, 
and when used on a panel of fuses, the large non-conductor knob virtually 
produces a dead-front effect. The “Kliplok” clamp is sturdily built and 
has a large, substantial knurled knob of insulated material. 


HE Standard Electric Stove Co., 

Toledo, O., put into distribution 
its No. 2618 storage water heater. 
This new model is of storage type, 
18 gallons capacity, furnished ready 
to attach to cold water inlet and 
the hot water line. The heater is 
thoroughly insulated to prevent 
heat loss, with hot water line trap 
to prevent circulation loss. When 
the switch is turned “on” the hot 
water begins to store at once in the 
top of the tank, continuing until 
tank is filled. The automatic ther- 
mostat then turns current off: The 
current automatically turns on to 
replenish hot water drawn off. This 
unit is fitted with pilot light and 
clock plug. 





HREE sizes of portable 

electric saws, the six in., 
eight in., and 10 in. have been 
added to the line of the Van 
Dorn Electric Tool Co., Cleve- 
land, O. They have been de- 
veloped to increase production 
sawing of all kinds of wood 
and with the use of an abra- 
sive disc to cut slate, marble, 
and so forth. These saws are 
driven by Universal motors 
operating on A. C. and D. C. 
and conform to the most mod- 
ern safety practices. 








Appliance Corporation, 
Toledo, O., has introduced an 
innovation in electric heating 
equipment called the Airway 
“Aeriet.” A motor-driven fan 
draws the air into the “Aeriet,” 
passes it through the specially 
designed heat element and 
projects it into the room again. 
The unit is concealed with 
walls or partitions and elimi- 
HE Benjamin Electric Mfg. Co., nates the necessity for a radi- 

Des Plaines, Ill., has released a ator. It is also made in a 
new duo-service floodlight which is portable form. The electric 


r._Le y HE Air-Way Electric 
< 


; 








said to be constructed on a new 
principle which combines a diffusing 
reflector with an intensive beam 
floodlight projector. It is particu- 
larly recommended for gasoline 
service stations, beaches, golf prac- 
tice courses, and coal and material 
handling yards. The spread of the 
floodlighting beam can be varied by 
the adjusting thumb screws in the 
top of the hood cap. The unit is 
easily wired, easily attached and 
built to withstand the most severe 
weather. 





heat unit is a low tempera- 
ture, non-glowing element 
which does not burn the air 
nor oxidize and destroy itself. 
The “Aeriet” motor which 
drives the fan, creating the air 
current through the heat ele- 
ment, is a Capacitor type 
motor specially designed and 
built. It operates silently and 
without radio interference, on 
an electric current of 15 am- 
peres, 110 volts. 
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YEARS’ 
SER VICE 





-+» without 
a single failure 


T is more than eight years since the first Westing- 
house Arc Quencher was placed on 600-volt a-c- 
and d-c. Safety Switches—and not a single report of 
failure has been received. Also, it is worthy of note 
that this arc quencher enabled Westinghouse Safety 
Switches to meet fully the Underwriters’ new test 
procedure for 460, 575 or 600-volt circuits without 
any change in design. The Arc Quencher is supplied 
on all 575-600-volt a-c. and d-c. WK-97, WK-66 and 
WK-55 switches. 


A glance at the diagram shows how this device 
quenches the arc formed when a switch is opened. 
The switch blade on leaving the jaw passes through 
a series of slotted nickel steel plates. The arc is 
increasingly cooled and deionized by the successive 
plates, while the air gaps between the plates cause the 
arc to be broken up and blown out—no destructive 
gas pockets can form. 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Multiple Type Arc Quencher used on 400 to 1200 ampere, 575-600 volt switches. 


This arc quencher is simple and efficient. There are 
no moving parts to break or cause a short to ground 
or box. It is easily removed for inspection and is 
unaffected by copper deposits. It is resistant to 
extremely high temperatures and also is well insulated 
from the current-carrying parts of the switch. 


The arc quencher is but one of the many desirable 
features of Westinghouse safety switches. Our nearest 
office can tell you of many more. 





Service, prompt and efficient, by a coast-to-coast chain of well- equipped shops 




















Westinghouse 


Ww) 


IESTINGHOUS| 
ELECTRIC 





T 31316 


TUNE IN THE WESTINGHOUSE SALUTE OVER THE N. B. C. NATION-WIDE NETWORK EVERY TUESDAY EVENING. 
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New Electrical Products, 


Illustrated 





P&S 
: a 


ee 


| Bpgg Neal 
\ 


ASS and Seymour, Inc., Solway Station, Syracuse, N. Y., has devel- 
oped a new and complete line of two screw interchangeable porcelain 


socket parts. The line consists 


of six socket bodies, four bases and 


11 caps. The socket bodies are of a new shape and are made entirely of 
metal and porcelain. No moisture absorbing materials are used in their 
construction. The terminals are rugged, and the binding screws have 
large heads and deep slots. The locating lugs on caps and bases engage 
the slots in bodies, assuring quick and proper assembly. The pull chain 
socket has a snubbing feature which relieves strain from the mechanism. 
Also the bellmouth extends at right angles, making a very smooth pull 


and easy assembly when used in husks. 





° 


Xs) 


OCKING ring No. 7736, manu- 
4 factured by the Arrow-Hart & 
Hegeman Electric Co., Hartford, 
Conn., may be attached to all single 
convenience outlet plates. When 
used with either the Arrow parallel 
or “Tandem” blade locking attach- 
ment plug caps RE (right) or TE, 
it makes a permanent connection 
between the cap and the receptacle. 
The manufacturer claims that they 
cannot pull apart from twisting or 
pulling cords. The cap is locked in 
place by turning the swivel bracket 
to the right. 








R W. Cramer & Co., Inc., 136 
X. Liberty St., New York. is 
marketing the Sauter 14-day, hand 
wound, 15 ampere, double pole, type 
S-11 time switch assembly in a 
standard, press steel, dust proof 
housing which is suitable for half in. 
conduit or B. X. entry. This news 
time switch assembly can be used 
for the control of store window 
lighting, sign lighting, remote con- 
tractor control as well as for off- 
peak metering application for 
domestic hot water heaters. 





LIMIT SWITCH 


NO 10316-—H2 





NEW, single-pole limit switch 

for general service has been put 
into production by Cutler-Hammer, 
Inc., Milwaukee, Wis. It can be 
applied on machine tools, dough 
mixers and other small equipment, 
to start, stop or reverse the motor 
at its limits of travel. Two types 
are furnished; one with normally 
closed contacts which are opened 
when the operating roller is de- 
pressed and the other with nor- 
mally open contacts which are closed 
when the roller is depressed. 


p WOODHEAD, 


CHICAGO 


! 


a , 
ANIEL Woodhead Co., Chi- 
cago, has brought out its new 

“Protex” rubber socket (left) and 
the “Protex” junior all rubber at- 
tachment plug. The socket is non- 
breakable with no metal parts ex- 
posed and the manufacturers claim 
it is impossible to receive a shock. 
A keyless type of socket is also 
furnished. 




















NEW type industrial vacuum 

cleaner of the portable tank 
type has recently been placed on 
the market by the Breuer Electric 
Mfg. Co., 852 Blackhawk St., Chi- 
cago. It is designed specially for 
heavy duty work in cleaning ma- 
chinery motors, overhead pipes as 
well as many other industrial appli- 
cations. The motor of the model 70 
“Tornado” is mounted on a cast 
aluminum cover which fits over a 
steel tank finished in aluminum. A 
special feature is the possibility of 
removing the motor from the cover 
to be used as a portable blower. 
A complete set of attachments is 
furnished. 








. LECTROVENT,” a new 

type of home ventilat- 
ing fan has just been an- 
nounced by the Electrovent 
Corp., 5057 Woodward Ave., 
Detroit. The fan is designed 
for mounting in either the 
upper or lower window. The 
motor, of special, brushless 
type construction, is said to 
be free from radio interfer- 
ence and service troubles. It 
operates either forward or 
backward and has two speeds 
in both directions for bringing 
in fresh air from the outside, 
or forcing out stale air. 
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S 
ENDURING 
LUSTRE 
ta 


4 SILVER 
PLATED 


Guaranteed for a “Lifetime of Service” 


Lighting Service That Counts! 


terling Silvered Glass Reflectors for dis- 

play lighting . . . and Sterling Equip- 

ment for interior and exterior Spot and Flood light- 
ing . . . are recognized as a major achievement in 
.the contribution of those finer elements required in 
the art and science of modern, successful illumination. 


By reason of this outstanding service in Sterling 
products . . . and the helpful nature of the assist- 
ance our engineers are constantly rendering to the 
trade . . . the popularity of Sterling increases 
and sales on Sterling grow . . . and grow 

. and grow. 


Service . . . as werenderit . . . is something 
that counts. It is a vital part of every Sterling trans- 
action . . . which will prove profitable for you. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U.S.A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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New Electrical Products, Illustrated 





HE “Ravenswood” Ham- 

mond electric clock, man- 
ufactured by the Hammond 
Clock Co., Chicago, is now 
available with an electric 
alarm. No winding, oiling or 
regulating is said to be neces- 
sary. The alarm is set at the 
desired time once and a turn 
of the switch at bedtime is the 
only requirement. The alarm 
continues to sound for a 
period of 40 minutes unless 
shut off. The case is seven in. 
high, made of bakelite in rich 
brown. Dial is of spun sil- 
ver finish with clear black 
numerals. 

















ARVEY Hubbell, Inc., Bridge- 

port, Conn., is distributing its 
new convenience outlet. The new 
solid composition base, moisture 
proof, eliminates the fibre back. A 
one-piece contact spring, made of 
phosphor bronze, is said to guaran- 
tee perfect alinement and a positive 
electrical connection. Tapped bush- 
ing for plate screw is grounded to 
mounting strap, thus grounding the 
plate. The mounting strap is locked 
to face with greater strength and 
rigidity and more accurate spring 
alinement. Binding plates and 
screws are in deep pockets with 
heavy side bosses of composition, 
well protected and insulated from 
side of wall and box. 


N insulated, non-breakable screw 

driver, known under the trade- 
name of “Shok-Pruf,’”’ made of war- 
ranted steel and insulated for 2,200 
volts, is being manufactured by the 
Moline Manufacturing Co., Moline, 
Ill. This screw driver has a seven 
in. round handle with heavy pro- 
jecting shoulder to prevent the hand 
from slipping onto the blade. The 
%e in. drivers range in blade length 
from two in. to 18 in. The driver is 
designed for heavy duty work. 








HE “Velvetskin”™ patter, an elec- 

trical device for the application 
{f cosmetics with the “patting” or 
“tapping” method is being distrib 
uted by the Connecticut Telephone 
& Electric Corp., Meriden, Conn 
The unit reproduces finger patting 
mechanically. It consists of tw 
strips of metal about three in. long 
projecting from an attractively fin- 
ished case of insulated and colored 
bakelite. On the ends of the pro 
ecting strips are two pads of about 
the same size as human finger tips. 
These pads are made to alternately 
and gently pat or tap the skin at 
the rate of more than 100 strokes 
per second. 











BURGLAR alarm panel is 

being manufactured by the Mid- 
night Alarm System, 2327 Chicka- 
saw St., Cincinnati, O., and is in- 
tended for residences, stores or any 
structure that needs electrical pro- 
tection whether close by or miles 
away. This unit is assembled on a 
bakelite panel and consists of a five 
point test switch, a loud ringing bell 
and a very sensitive high grade 
relay protected with a dust proof 
cover. All connections are made 
with tinned rubber covered wire to 
the five terminals provided for bat- 
tery wires and protective circuit. As 
a protection, all metal parts of relay 
and switch are cadmium plated. 
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- - MAZDA . - NOT THE NAME OF A THING BUT THE MARK OF A RESEARCH SERVICE 





The INITIALS OF A FRIEND 


HEREVER the electrical industry has extended 

its domain and its services, there the G-E 
monogram is accepted as the initials of a tried and 
trusted friend. 

There, likewise, General Electric MAZDA lamps 
are welcomed as the friend of light and cheer, the 
enemy of gloom and glare. 

The incandescent electric lamp, now in its 5ist 
year, has been more than a friend to the electrical 
industry....it is the very foundation upon which the 
electrical trade rests, from power to appliances. 

Stepping Ahead in tune with the times, General 
Electric MAZDA lamps now serve their trade and 
their public as never before. 


You know the Step-Ahead lamps featured in our 
1930 merchandising campaign—the 100 watt inside- 
frosted, the 150 watt daylight, the flametint, and 
other decorative types—and their load-building, 
profit-sharing, service-rendering function. You 
know the potentialities of Colorama, the new three- 
dimension lighting. You know the promise of 
incandescent sunlight, just entering the field. And 
thus we move forward. 


General Electric MAZDA lamps salute the in- 
dustry in which they are so vitally a factor. And, 
saluting, they step ahead. National Lamp Works 


of General Electric Company, Nela Park, Cleve- 
land, Ohio. 


Join us in the General Electric Hour, broadcast every Saturday evening over a nation-wide N. B. C. network. 


GENERAL 


MAZDA 






ELECTRIC 


LAMPS 
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THE NEW 





Jr. 
WIRE CONNECTOR 


Others 


=r 


Patent Nos. 1635293-—-173€379 pending 






A small compact connector. 
Just the thing for joints in 
close places where a larger 
connector cannot be used. 
They give you the same service 
the well-known SRK A-1 has 
given—at less cost. 

Capacity from 2-18 to 2 No. 
14 with 1 or 2 No. 18 solid or 
stranded or Equivalent. 
Sample upon request. 


Listed by Underwriters Laboratories 


MANUFACTURED BY 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 
G. Denn Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 











1930 


ALG 


4) SOLDERING 
Bi.) SALTS 





Safe— Quick 


—FEconomical! 


7AGER’S Soldering Salts are safe— 
quick and economical. 


Packed in % lb., 1 lb., and 5 Ib., 
round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 

We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive fiux. 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 





1873 











Introducing two southern representa- 


tives of the General Electric Co. On 
the left is F. S. Goodell, with head- 
quarters in New Orleans, who will 
handle Alabama, Mississippi and Louisi- 
ana after May 1. E. L. Murphey is in 
the automotive products section in the 
southern zone, working out of Atlan- 
ta, Ga. 





New Triad Distributors 


Recent distributors appointed by 
the Triad Mfg. Co., Pawtucket, 
R. I., include the Beaudette & Gra- 
ham Co., Boston, Stuyvesant Elec- 
tric Co., New York City, and the 
Lehr Automotive Supply Co., New 
York City. 


* * * 


Cutler-Hammer Purchases 
Union Electric 

Announcement is made by Cutler- 
Hammer, Inc., Milwaukee, Wis., 
that effective May 1 it has purchased 
the assets of Union Electric Manu- 
facturing Co., also of Milwaukee, 
manufacturers of motor control, spe- 
cializing in a very complete line of 
drum type control apparatus. 

The addition of the Union line to 
that of the Cutler-Hammer line en- 
ables Cutler-Hammer to supply any 
requirement of its customers in 
drum type motor control apparatus. 

The branch sales offices and ware- 
house stocks of Union will be con- 
solidated immediately with the Cut- 
ler-Hammer branch offices and ware- 
houses. The present factory of 
Union will be operated as a manu- 
facturing division of Cutler-Ham- 
mer. E. F. Le Noir, president of 
Union, will become a member of the 
headquarters sales staff of Cutler- 
Hammer. Most of the Union per- 
sonnel, particularly those in the 
sales and engineering departments, 
will also join the Cutler-Hammer 
organization. 


Manufacturer’s Agent Wants 
Lines 
J. E. Pierce, head of the Mid- 
land Sales Co., 130 N. Wells St., Chi- 
cago, who has had 10 years sales ex- 
perience in the Chicago area and who 
is now a manufacturer’s agent, is 
interested in securing representation 
on a few lines from reliable concerns. 
Anyone interested can get in touch 
with Mr. Pierce at the above address. 
Mr. Pierce will be remembered as 
the man who for eight years was in 
charge of Chicago sales for the In- 
land Glass Co. 
*K * * 


Robert M. Eames 
Wins Promotion 
Robert M. Eames has been made 
general manager of the Bryant Elec- 
tric Co., Bridgeport, Conn., succeed- 
ing Marcus A. Curran, who recently 
resigned on account of ill health. 
Mr. Eames, a graduate of Union 
University and of the Albany Law 
School, joined the sales force of the 
Bryant Electric Co. in 1906. In 1914 
he organized and became the head 
of the export department of the 
company, and in 1921 became gen- 
eral sales manager. 
2. & 


Lighting Fixture Manufac- 
turers Discuss Trade 


Practices 
At a recent meeting of lighting 
equipment manufacturers held in 


New York City under the sponsor- 
ship of the Artistic Lighting Equip- 
ment Association trade practices 
detrimental to the well-being of the 
industry were discussed by leading 
manufacturers. 

Contributions to jobbers catalogs, 
freight allowances and special con- 
cessions of all kinds made by manu- 
facturers to favored jobbers or dis- 
tributors were declared to be unethi- 
cal, since such concessions result in 
giving certain jobbers and distribu- 
tors an unfair advantage over those 
to whom no concessions are made. 

It was agreed by the manufactur- 
ers present, representing the princi- 
pal firms selling wholly or principally 
through jobbers, that in the future 
no cash contributions will be made 
tor listing their products in jobbers 
catalogs, nor will catalog inserts or 
other special printed matter be fur- 
nished free to jobbers or distributors. 
The cost of preparing any printed 
matter of a special nature must be 
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Hardin Hewitt is a newcomer to Pass | 
& Seymour, Inc., Syracuse, N. Y., and 


is a member of the firm’s Chicago of- 


fice sales force in Cook County. Mr. | 


Hewitt has been in the electrical busi- 
ness since 1913 and, prior to this con- 
nection, was manager of the Chicago 
office of the Jefferson Glass Co. 


paid for by the jobber. or distributor 
requesting it. 
logs, or other printed matter pre- 
pared by the manufacturer for gen- 


eral distribution, will be furnished to | 


all jobbers on the same terms—the 
latter to pay one-half the cost of such 
catalogs, or other descriptive litera- 
ture. Cuts of fixturés, if of standard 
size, and copy for jobber’s catalog 
pages will be furnished by manufac- 
turers without charge. 

No freight allowances will be 
granted in the future, all shipments 
being F. O. B. factory, or shipping 
point. Cost of all telegrams or tele- 
phone calls to the manufacturer must 
be paid for by the jobber, or distrib- 
uior unless message relates to delayed 
shipment, in which case telegram may 
be sent collect or telephone charges 
reversed. 

Merchandise purchased cannot be 
returned unless proven defective and 
then only after written permission 
has been obtained from the factory. 

Another meeting of the same 
group of manufacturers will be held 
shortly to consider other trade prac- 
tices inimical to the best interests of 
the industry. 

* * * 


Anaconda Moves Offices 
Announcement comes from the 
American Circular Loom Co., Inc., 


New York, of the removal of its | 


offices to the Woolworth Building, 
at 233 Broadway. 


Manufacturers’ cata- | 








KILLARK 


—BlueBell 


DOOR BELL 
TRANSFORMERS 





Underwriters Laboratories. 


3940 EASTON AVE. 


STANDARD FOR RESIDENCES, SMALL APARTMENTS, ETC. 





Fifteen years on the market and over a million in use 
indicate the popularity and real merit of Killark “BlueBell” 
| Transformers. They are finely made and covered by an 
unlimited guarantee. No “BlueBell” has ever worn out. 
Uses next to nothing in current. 


Consult your Killark Resale Price Sheet 
for prices, carton quantities, etc. 


~Killark Electric Mfg. Co. 


Listed as standard by 


ST. LOUIS, MO. 

















V2 Watt 


NEON GLOW LAMP 


millions of vibrations can do it no harm 


Around machinery or in 
|places subject to hard knocks 
| and shocks, the little 
4 watt Neon Glow 
‘Lamp is the ideal 
|pilot light or indi- 
The 


| Neon Glow Lamp has 





cator to use. 


‘no fragile filament. 
Instead its distinctive 
light glows from a 
metallic 


sturdy, unshakable 
cylinder that is unbreakable. 





There are scores of uses for 
the Neon Glow Lamp. A pilot 
light, an indicator, a 
lamp for an annun- 
ciator or call system, 
etc. Fits standard 
socket and runs di- 
rect on 110 A. C. or 
220 A. C. or D. C. 
lines. For details and 
prices, write General 
Electric Vapor Lamp Co., 891 
Adams St., Hoboken, N. J. 


Join us in the General Electric Hour, broadcast every Saturday evening, on a nation-wide N. B. C. network 


GENERAL @B ELECTRIC 


| (Formerly Cooper Hewitt Electric Company) 


VAPOR LAMP COMPANY 


449©G. E. V. L. Co., 1930 
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NAIL ASSEMBLED 
KNOBS 








CLEATS, SOLID KNOBS 
and SPECIAL PORCELAINS 
of GUARANTEED QUALITY 


Write for prices 
A big year ‘round profit item for Job- 
bers and their salesmen—SUPERIOR 
porcelain is what the name implies. We 
now are located in our new factory 
producing all types of electrical proce- 
lain. 


SUPERIOR 
PORCELAIN CO. 


PARKERSBURG, W. VA. 











WHAT EVERY STORE- 
KEEPER SHOULD BE TOLD 
ABOUT STORE-LIGHTING 


— And Why Every Jobber Sales- 
man Should Helpto Dothe Telling. 















MODERN 
STORE 

LIGHTING 

CAMPAIGN 


Every alert Jobbers’ salesman should 
have a copy of the current issue of the 
“WIREMOLD BUSINESS BUILD- 
ER,”’ featuring the store-lighting cam- 
paign. There is good business — and 
GOOD PROFITS —in helping the 
contractor develop this kind of business 
and you can do your bit, with profit 
to yourself, by knowing THE WIRE- 
MOLD PLAN and saying a good word 
for it. Send for your copy —IT’S 
FREE — and get the details. 


'WiREMOLD 


Hartford, Connecticut 





“Majestic” Has Second “Vox 
Pop” Program 

Lee Seymour, director of broad- 
casting for the Grigsby Grunow Co., 
Chicago, and in charge of “Majestic 
Theatre of the Air,” believes builders 
of radio programs should pay more 
attention to mail received from lis- 
teners. Mr. Seymour, for two 
years director of an _ educational 
radio station, four years production 
manager and sports announcer of one 
of the leading commercial stations 
and more recently director of a na- 
tional radio hour, has seen many and 
various kinds of listener response. 

On May 25 when the. “Majestic 
Theatre of the Air” was broadcast 
from 9 to 10 p. m. EDST over the 
international network of the Colum- 
bia Broadcasting System, Mr. Sey- 


| 


mour for the second time gave the | 


listeners to the “Majestic Hour” a 
glimpse of the mail received. 
ifirst “Majestic Vox Pop” was ac- 
‘claimed by fans one of the most in- 
teresting hours ever presented. Since 
'then many listeners have given ex- 
pression to their ideas of what makes 
a good radio program. Several of 
these ideas were presented during 
ithe “Majestic Hour’ May 25. In 
addition to the “Vox Pop” entertain- 
ment the dramatic episode of Padre 
Junipero Serra was given during the 


program, 

Padre Junipero Serra is one of the 
series of historical sketches prepared 
for the “‘American School of the 
Air” and was postponed from its 
schedule date of March 11. 


Mfg. 
Houston, Tex., is busy turning out num- 
erous devices for electrical control. This 
picture shows the men in charge of the 


The Diamond Electrical C0;. 


branch, P. E. Sterck and W. F. Wilson, 
with some work just completed. 





The | 





lippit 
the NEW automatic 
Electric Cigar Lighter 












OT a toy or a ‘‘jim crack’’ that is soon discarded 

but a reliable piece of electrical equipment. A 
Quick CLEAN-UP for Jobber Salesmen. TIPPIT is 
made with a genuine Bakelite base in black, walnut, 
mahogany, or Chinese lacquer red. Has 14 karat gold 
plate, bronze, or chromium cap, also an eight foot cord 
in colors to match that fits into any light socket (110 
to 1285 A.C. or D.C). Packed in attractive boxes 
with red and gold labels. TIPPIT is the ideal lighter 
for the home, club, business office and hotel. We fur- 
nish sample on consignment to responsible salesmen. 
Write today. 


| | ELECTRACRAFT 





CORDBORATION 
161 MASSACHUSETTS AVE. 
BOSTON, + + + + + MASS. 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturdy Glade Shop 
Lights. They are oil, gasoline and 
rease-proof and have absolutely un- 
Greakeble sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
ca I ag right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 














TH E- 


June, 1930 


JOBBER’S/Q|SALESMAN 








KESTER FLUX-COR SOLDER 





SOLDER WALL 


EXACT 


No more soldering failures 
— Kester eliminates the 
guesswork of separate fluxes. 
Sure, simple, professional 
soldering success for every 
hardware customer. Years 
of national advertising have 
made Kester Solders known 
and demanded everywhere. 
Realize the profits in the 
Kester line — Acid-Core for 
general heavy duty, Rosin- 
Core for delicate electrical 
work, Metal Mender for 
household use, Radio Solder 
for set building and repairs, 
Paste-Core for the electrical 
worker accustomed to paste. 


SOu 
ace : ‘a 
Insist on Kester Solders. 


co) 
SHiox.core 
= 


C3. 


Ss From all jobbers 


KESTER SOLDER CO. 


4251 Wrightwood Ave. 
Chicago, III. 


Incorporated 1899 
Formerly Chicago Sulder Co, 


KESTE 


oe OD, Gi Or 0 E> 


WAI) D 


ACID-CORE ROSIN-CORE PASTE-CORE 
METAL MENDER RADIO SOLDER 








| kine, 


| bedside. 


| increasing daily. In 
| slump during the winter, I confi- 


a 
| improve 








MID-WEST 


Old Work Hanger for Installing 
Switch Boxes in Wall Board 


Se 4 


HANGER 
/ AND BOLT 
/ INSTALLED 





ry 


Approved by Underwriters Laboratories 


Pat. Pending 


A simple and positive device 
for quickly installing Switch 
Boxes in Wall Board, and 
similar board, in _ houses 
already wired. 

Gives an Extra Sturdy instal- 
lation. 

The hanger is made of Terne 
Plate, rust-resisting steel with 
special Udylited bolt. 


MID-WEST METAL PRODUCTS CO. 


Muncie, Indiana 


Mid-West Metal Products Co., Muncie, Ind. 
Gentlemen: 

Please send me Free 
Old Work Hanger for 
Boxes in Wall Board. 
EM Tan, Caen ae ik Urea’ a ese yee CORING Bima 
Ee ee PR tc rec Par ee eee 
BR CLecdiashiebhaw vanes OM ain’ a's oe ee 


Sample of your 
Installing Switch 























Sylvania News 
The many friends of B. G. Ers- 
President of the Sylvania 
Products Co. and director of the 
R. M. A. will be glad to welcome 
him back to the convention again 
this year. They all remember during 
last year’s convention how concerned 


everyone was when the doctors 
| gravely shook their heads at his 


He is now fully recovered. 

Fred H. Strayer, sales manager of 
the company has just returned from 
a business trip in the field and is 
enthusiastic over present conditions 
as well as prospects. 

“Everywhere | Mr. 
Strayer, “I find sales of radio sets 
view of the 


99 
go, says 


dently expect that sales will steadily 
in spite of the summer 
season.” 

Three new Sylvania tubes which 
will be on display at the R. M. A. 
Show, promise to attract interest 


| among the dealers and jobbers, the 


new SY-227, SY-224, and the 484 


| tube specially designed to meet the 
| requirements of Sparton receivers. 


Room 1116 at the Hotel Ambas- 


| sador will be occupied by Picard- 


Sohn, Inc., as a display of radio ad- 


vertising in connection with the Syl- 


vania display on the same floor. 
2 
Horolectric Moves 
In order to have ample space to 
carry out rigid testing of all of its 


| products, and because of the rapid 
| growth of its organization, the Horo- 


lectrical Corp. has moved to 116 W. 
Fourteenth St., New York. 

The members of this organization 
have been working with clocks and 
time switches for more than 20 years, 
and Arthur Dorsey, the president of 
the corporation, has been for many 
years a member of the Horological 
Institute of London. Their experi- 
ence and knowledge combine English 
and Swiss practices with American. 

* * x 
Triad Appoints New 
Distributors 

Four new distributors in Pennsyl- 
vania territory have been announced 
by Harry H. Steinle, vice-president 
and general sales manager of the 
Triad Manufacturing Co., Inc., Paw- 
tucket, R. I. They are: Trilling 


| & Montague, Inc., Keystone Radio 
| Co., Inc., and Bell & Thomas, all of 
| Philadelphia and R. M. Peffer, of 
| Harrisburg, Pa. 
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Lamp Guards 
Inside 
Reflectors 





c= 
= 


is A 





contact 
also in 


chance 
Made 


from 


shells. 


the hand 
reflector 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards. 


Protect 
with hot 


Flexible Steel Lacing Company 
4698 Lexington St. Chicago, U.S.A. 


|FLEXCO| 
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Model 10 
2 Speed 10” 
oscillating fan. 
List $10.00 







ESKIMO FANS 
WILL BOOST 
YOUR PROFITS 


They sell unusually fast be- | 
cause the line is complete and 
every item is guaranteed de- 
pendable. No 
comebacks’ or 
complaints 
and you 
are assured 
steady year 
"round 
business. 





Model 50 
12” oscillating 
fan. Aluminum 
blades, selr- 
aligning bear- 
ings. 





DRINK MIXERS 
SELL FASTEST 
NOW! 


The ESKIMO 
Kitchen Mechanic 
is ideal for mixing 
drinks, mayon- 
naise, whipping 
cream, etc. This 
fast selling item 
combined with the 
complete line of 
ESKIMO Fans, 
makes an increas- 
ingly profitable 
combination for 
jobbers and their 
salesmen. 


Write us 
at once 








UNITED 
ELECTRICAL MFG.CO. 
@ ADRIAN 


MicH 
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(building propils with SUNSHINE 
com Lhe New 


Type S-1 Lamp 


HE Type S-1 Lamp consists of a “V” 

shaped tungsten filament, two tungsten 
electrodes, and a pool of free mercury en- 
closed in a bulb of special glass. 

When the current is turned on, the fila- 
ment is healed immediately to incandescence. 
A portion of the mercury vaporizes and an 
arc is formed between the electrodes. The 
light emitted is filtered by the special glass 
which transmits the most desirable ultra- 
violet rays to you. 

The Type S-1 bulb will not fit the ordi- 
nary lamp socket. It can operate on 105-120 
volt, 60-cycle alternating current, with trans- 
former; and must be used only in special 
equipment, such as that made by G. E. and 
other manufacturers. Lamp and transformer 
draw approzimately 400 watts. 








GENERAL 


ELECTRIC 


(TYPE S-1) = 


HE new G. E. Sunlight 

(Type S-1) Lamp offers 
you a new and fertile oppor- 
tunity for securing excellent 
cash profits. 

For the Type S-1 Lamp is 
the first generator of health- 
maintaining ultra-violet rays 
to be offered to the general 
public, which combines with 
an adequate supply of ultra- 
violet radiation, the safety, 
simplicity and economy of a 
modern Mazpa lamp. 

This fact 
strong selling appeal to a 


constitutes a 


swiftly growing market. 

Every day, the public is 
learning more about the bene- 
fits of ultra-violet and Vitamin 
D, as the discoveries of science 
are brought to its attention by 
feature articles in magazines 
and newspapers. This spread 
of information is generating 
intense interest which you can 
cash in on. 

Now national advertising is 
going to multiply by millions 
these helpful impressions of 
health-maintaining, artificial 
sunshine. The story of the 


G. E. Sunlight (Type S-1) 


Lamp is already being told in 
the chief medical papers to 
practically every physician. In 
a few months it will be told in 
an authoritative fashion to 
the readers of the SATURDAY 
EVENING NATIONAL 
GEOGRAPHIC, PHysicaL CUL- 


TURE, 


Post, 


MAGAZINE, 
PopuLaR SCIENCE MONTHLY. 


PARENTS’ 


But particularly important to 
you is the fact that there is a 
generous profit on the sale of 
each Type S-1 Lamp. And, 
since health-preservation is 
gained by the use of the lamp, 
repeat business is certain to be 
as regular as that in ordinary 
Mazpa lamps. 

Get the most out of this big 
profit-making opportunity by 
making sure that your dealers 
have G. E. Sunlight (Type 
S-1) 
that their stocks are adequate 


Lamps on hand—and 


to care for a rapidly growing 
demand. Incandescent Lamp 
Department of the General 
Electric Company, Nela Park, 
Cleveland, Ohio. 


GENERAL & ELECTRIC 


SUNLIGHT TYPE S Lamp 
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With 


Thus marched the hardy pioneers 
in the days when “the law of the 
Colt was the law of the frontier” — 
days when lives depended on 
quickness of draw and the use of 
a trusty Colt .45. 


Colt protection made pioneering 
possible and blazed the trail along 
which civilization and settlement 
advanced. The product 
of Col. Samuel Colt was 
rich in romance and liter- 
ally a “maker of history.” 
Today, as well, Colt 
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protection strapped to the hip 


stands for protection — industri- 
ally. The heritage of mechanical 
genius, manufacturing ability, en- 
gineering courage and man power 
are factors that are geared to the 
protection of electrical equipment 
through the Colt-Noark line of 
electrical protective devices. 


Noark is a name well known to the 
electrical industry. That 
Noark devices are made 
by Colt in the Colt plant, 
strengthens their element 


K of protection. 





COLT’S PATENT FIRE ARMS MFG. CO. 


Established 1836 








“WITH PROTECTION TO 


Theft of current has practically 
become a thing of the past 
since the coming of “Noark 
Standardized Meter  Protec- 
tion.” The first, and today the 
standard, Noark Meter Service — 















Electrical Division, HARTFORD, CONN., U.S. A. 


Electrical Division 1886 














THE CENTRAL STATION”’ 


Devices are available to meet 
every condition. Send for 
catalog “F” and detailed de- 
scription. “The Rampant Colt” 
an interesting publication, 
mailed on request. 











SUNSET 
BRAND 


RUBBER 
COVERED 
WIRE» » » 









































EERE: 


HE years of experience back of COLLYER RUBBER 

COVERED WIRE and its splendid reputation for 
quality are big sales factors for jobbers and their salesmen. . . . 
Your contractors can’t be stampeded. They know what the 
name COLLYER stands for. Thousands of satisfied users lead 
you to concentrate on rubber covered wire that encounters 
the least sales resistance. . .. Every architect and engineer is a 
COLLYER booster, because they know this brand of rubber 
covered wire is reliable and meets exacting requirements. It 
will be to your advantage to stock up now on COLLYER 
RUBBER COVERED WIRE. 





COLLYER INSULATED WIRE CO. 


PAWTUCKET , RHODE ISLAND 





Another Dealer Started - - 


He recognizes the truth in the statement that no wired home is 


completely applianced until there is a clock in every room— 
knows that every person that passes his window is a prospect— 
that the Hammond Synchronous Clock is a sure-fire subject for 
a mailing to his customer list—and they are cash sales. No 
wonder the smile—it’s just what he has been looking for—a Fast 
moving electric specialty backed by generous advertising and 


real factory help. 


*Mr. Jack Ward, an Omaha dealer. The jobbers salesman's name was not given but he got the 
order. Mr. Ward will now feature two leaders, Hammond Electric Clocks and Majestic Radios. 
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